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Mest men strive to provide well for their 
iit 2 : families ... for the present... and for the future 
i _ if anything should happen. But now so much has 
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ay i i} try, of working, of living. 
went i introduce new policy plans to meet to- 
day's changed needs. As a result, Great- 
Lee West Life representatives are well 
i equipped to help their clients take care 
of today .. . and tomorrow. 
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AN OPEN LETTER TO 
OUR SUBSCRIBERS 


—From the Editors of 
The Diamond Life Bulletins 


Months ago many of you began asking us the question: “How can I sell Life 
Insurance to those persons profiting from the war?” In response, we began a 
search for satisfactory solutions to this problem. 


Early in 1942 your Editors began gathering material . . . material which was 
peculiarly adapted to selling the so-called “war worker’’. We studied the meth- 
ods of those Agencies concentrating on the war-worker market; interviewed 
scores of Underwriters soliciting with great (and little) success in the field; read 
everything we could obtain which told how Life Insurance men could profit from 
the increased war-worker wages. Through the months we have attended Com- 
pany conventions and Underwriter meetings of many kinds. As was to be ex- 
pected, we found actual experiences which are truly fine contributions to the 
library on the subject. 


In the October issue of The Diamond Life Bulletins you received the first install- 
ment of this timely research. An entirely new Section—"War Workers’—is on 
your desk. This material is designed to help you sell Life Insurance to: 


—Factory workers in plants making war materials; 
—Technicians and executives in plants making war materials; 
—Business and professional men catering to war workers. 


This new Section deals not only with men who punch the clocks but also in- 
cludes executives, skilled employees, farmers, doctors, dentists, proprietors; in 
fact, every type of prospect benefiting directly or indirectly from the stimulus of 
World War II is included in the treatment. 


We are writing you this ‘open letter” just to call your attention to the new 
Section on “War Workers”. If you have not already done so, you might find it 
interesting (and profitable) to refer to the October issue of the Salesmanship Sec- 
tion of The Bulletins and read the pages dealing with “War Workers”. 


From now on, at regular intervals and as long as the war lasts, we propose to 
give you the sales procedures which are getting results in Agencies comparable 
to your own. 


Cordially yours, 


THE DIAMOND LIFE BULLETINS 
420 East Fourth Street 
Cincinnati, Ohio 


P.S. We welcome inquiry from interested General Agents and Managers who 
feel they may be overlooking new sources of business. Furthermore, if you 
have any contribution to make to the Section on “How to Sell the War 
Worker,” won't you give us an opportunity to observe your methods? 
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N. ALL. U. Ads fo 
Aid Agents in 
Gas Rationing 


Taggart Outlines 
Plans at Peoria Meet 
of Illinois Association 


By CHARLES D. SPENCER 


PEORIA, ILL.—Plans by which the 
National Association of Life Under- 
writers is seeking to aid its members in 
meeting problems arising out of gas 
rationing and the selective service act 
were outlined here by President Grant 
Taggart, California-Western States Life, 
Cowiey, Wyo., before the joint semi- 
annual meeting and sales congress of 
the Illinois and Peoria associations. 

The National association is now mak- 
ing a survey through local associations 
so as to present a brief to Washington 
asking for some relief for agents, espe- 
cially those in rural areas, who will be 
seriously affected by gas_ rationing. 
Although agents in cities can use regular 
transportation facilities, Mr. Taggart 
declared something should be done for 
agents in rural communities so they can 
continue to provide insurance protection. 
The association is not asking for special 
privileges but he feels that life agents 
deserve some consideration. 


Contact Selective Service Officials 


The National association is also con- 
tacting selective service officials in order 
to gain some consideration for life 
agents. George L. Harrison, president 
New York Life and chairman of the 
Insurance Coordination Committee; 
James E. Rutherford, executive secre- 
tary National association, and Mr. Tag- 
gart recently held a conference with the 
selective service officials in Washington 
at which they stressed the important 
part life insurance men are playing in 
heading off inflation. Although Mr. 
Taggart does not feel all life agents 
should be deferred there are some who 
are indispensable, he said. 

Mr. Taggart expressed satisfaction 
over the 1942 revenue act. Although 
the association lost out on the $40,000 
exemption, it won out on seven other 
important points. He was _ especially 
pleased over the recognition given life 
insurance in the action to limit salaries 
to $25,000 a year and in-the victory tax 
credit provision. 

The necessity to offset membership 
losses as a result of: life agents going 
into the armed services and war work 
was stressed by Mr. Taggart. 

In reviewing the sales situation, Mr. 
Taggart said that with commodities 
being curtailed people have more money 
with which to buy life insurance. Agents 
should recognize their war responsibili- 
ties and spend more time on the firing 
line in selling more insurance which in 
turn helps to curb inflation. 

Marked interest was shown in the 

(CONTINUED ON LAST PAGE) 


Sales Congress for 
omen in N. Y. 


Nationally Known Leaders 
to Speak at Sessions 
There Nov. 17 


A sales congress for women under- 
writers will be held Nov. 17 at the New 
Weston hotel, New York City, under 
the direction of the National Association 
of Life Underwriters committee on 
women underwriters. Members who are 
working with Miss Elsie M. Matthews, 
Connecticut Mutual, Newark, national 
chairman, are Miss Mildred F. Stone, 
Mutual Benefit, Newark, in charge of 
program; Mrs. Lillian L. Joseph, Home 
Life, New York, reservations, and Miss 
Beatrice Jones, Equitable Society, New 
York, hospitality. 

The League of Life Insurance Women, 
which is New York City’s local women 
underwriters’ organization, is cooperat- 
ing in arrangements. Miss Bertha M. 
Loheed, Fidelity Mutual, president of 
the league, is working with Miss Jones 
on hospitality and Miss Marie L. Brown, 
Equitable Society is handling the pub- 
licity. F 

The theme of the congress is “A 
Formula for Courage”. There will be 
morning, afternoon and evening sessions. 
Miss Stone will preside at the morning 
session. As part of the “Formula for 
Courage” the speakers at that session 
will discuss “What You Do”. Mrs. 
Joseph’s subject is “Action Brings 
Courage.” Miss Alice Roché, Provident 
Mutual, Philadelphia, will speak on 
“Machinery of Action” and Dr. Jose- 
phine Rathbone, noted hygienist, will 
discuss “How to Keep Fit.” 

At the afternoon session Miss Brown 
will preside and Miss Jones will be the 
leader. The Formula for Courage will 
be developed from two angles, the first 
of which is “What You Say,” presenting 
positive answers to current perplexities. 
Speakers will be Sara Frances Jones, 
Equitable Society, Chicago; Miss Helen 
Rockwell, National Life of Vermont, 
Cleveland, and others. The second half 
of the afternoon session will discuss, 
“What You Think—How to Condition 
Your Mental Attitude”. The speaker 
will be Alice Rice Cook, director of the 
Counseling Center, New York City. 

There will be a dinner at 7 p. m.,, 
Miss Loheed will preside. The Countess 
Morag Zamoyska, liaison officer for 
women’s organizations, Inter-Allied In- 
formation Center, New York City, will 
speak on “Women of the United States”. 





Exhibits by Mail of 
Life Advertisers Body 


“Exhibits by mail,” a novel departure 
in organization activity, is announced by 
the Life Insurance Advertisers Associa- 
tion. Despite the decision to postpone 
its annual convention for 1942, because 
of the war and its many problems, the 
L.A.A. has decided to conduct the usual 
exhibit of advertisements produced by 
members. This showing will be desig- 
nated the “Exhibits by Mail Plan.” R. 
B. Reynolds, American Mutual Life of 
Des Moines, a member of the executive 
committee, has been named chairman. 


Policy Loans Are 
Showing Decrease 


Reasons Given for 
More Favorable Showing 
in This Respect 


NEW YORK—A considerable falling 
off is being noted by the life companies 
in applications for policy loans. As a 
general rule, they are perhaps off from 
25 to 50 percent of the peak. Several 
reasons are advanced for this condition. 
With more money in circulation, people 
are not so apt to borrow on their life 
insurance policies. Because of the re- 
strictions on purchases of refrigerators, 
radios, automobiles, etc., people are not 
generally making installment purchases 
and consequently do not need additional 
money. On the larger loans, practically 
ali of the business has been taken over 
by the banks because of the interest 
saving involved. However, many of the 
banks are willing to make loans on life 
insurance policies of any size, even on 
weekly premium policies which have a 
cash value. There is a feeling that peo- 
ple are cutting down their expenditures, 
living on their income, and holding onto 
whatever savings they may have. They 
are husbanding their resources and are 
making no further commitments until 
the skies clear up. 

There appears to be no tendency to 
pay up old loans, these payments tend- 
ing to remain pretty much at a constant 
figure. 

Some companies expect new borrow- 
ing when the new income taxes become 
effective. 





U. S. Salary Regulations Not 
a Problem in Insurance 


NEW YORK-—Salary regulations is- 
sued this week by Economic Stabiliza- 
tion Director Byrnes appear to hold no 
special complications for the life insur- 
ance business. The measure was drawn 
primarily with the aim of preventing 
sudden substantial increases in compen- 
sation and the war has not caused these 
in the insurance business as it has in 
industries manufacturing war materials. 

Increases in compensation of agents 
due to their earning more commissions 
seem to be permitted under the provi- 
sion allowing increases in compensa- 
tion under incentive plans. Change to 
a higher basis of compensation, such as 
an agent being made a general agent 
would be permitted under the provision 
allowing higher pay in line with in- 
creased responsibilties. The $25,000 
ceiling would affect only a handful of 
life insurance executives, since it is es- 
timated that a man would have to re- 
ceive about $80,000 gross income in or- 
der to have more than $25,000 left after 
paying income taxes, life insurance pre- 
miums, and other usual expenses which 
may be deducted in figuring the ceiling 
income. 


Pink Charities Speaker 


Instead of holding a separate dinner 
as in the past, the life insurance division 
of the New York and Brooklyn Feder- 
ations of Jewish Charities will join with 
the general insurance division at the lat- 





New Federal Tax 
Bill Is Favorably 
Regarded by Agents 


Pension Trust Changes 
Will Lead to Greater 
Sales, They Believe 


There are a number of changes in the 
new federal revenue act of wide interest 
in the business, particularly to agents 
who sell life insurance to meet tax prob- 
lems. One of the most important 
changes deals with pension trusts. 

Section 163, dealing with the taxation 
of life companies, follows the Senate 
finance committee bill, which was de- 
scribed in THE NATIONAL UNDERWRITER 


for Oct. 9. This in turn followed the 
House version quite closely except for 
certain technical and clarifying amend- 
ments, 


Limitations Are Clarified 


The changes covering pension trusts 
are regarded as making the situation 
much more favorable for the placing of 
this type of business. Life agencies 
already report that a number of new 
pension trust plans are now in the 
making as a result of the new tax law. 

In general, the various limitations of 
such plans are clarified with respect to 
tax credit. Previously “reasonable com- 
pensation” to the beneficiary of the trust 
was the test. The limitations as now 
defined are broader in many respects 
than they were under the former law. 

With respect to trusts or annuity 
plans, for qualification under the tax act 
at least 70 percent of all the employes 
must benefit, or 80 percent of all em- 
ployes who are eligible to benefit under 
the plan if 70 percent or more of all 
employes are eligible. Employes can be 
excluded if less than a minimum period 
prescribed by the plan, not exceeding 
five years; if their customary employ- 
ment is not more than 20 hours in any 
one week or if not for more than five 
months in any calendar year. Also the 
plan cannot be discriminatory in favor 
of employes who are officers, sharehold- 
ers, persons whose principal duties con- 
sist in supervising the work of other 
employes or highly compensated en» 
ployes. 

A classification will not be considered 
discriminatory, however, metely because 
it excludes employes wholly . remuner- 
ated by wages, or because it is limited 
to salaried or clerical employes. 

Contributions of an employer to a 
trust or annuity plan are limited to 5 
percent of the compensation paid or 
accrued during the taxable year to. all 

(CONTINUED ON PAGE 18) 








ter’s annual dinner, to be held Nov. 12. 
M. M. Goldstein, general agent Connec- 
ticut Mutual, is chairman of the life di- 
vision. Superintendent Pink of New 
York will be the guest speaker. 
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How U.5., English Insurers in 
Shanghai Were “Liquidated” 


LOS ANGELES — Speaking before 
the Accident & Health Managers Club 
of Los Angeles, P. M. Anderson, Orien- 


tal manager of the Occidental Life 
of California, with headquarters in 
Shanghai, gave some interesting data on 
how all British and American insurance 
companies were “liquidated” when the 
Japanese took over Shanghai. 

As soon as war was declared, Mr. An- 
derson said, all insurance companies, 
both property and life, were assigned 
liquidators with the idea of eventual liqui- 
dation. There was considerable confu- 
sion for about a month, both in the com- 
panies and in the minds of the liquida- 
tors, but eventually a standard method 
of operation was arrived at. 


Procedure with Property Insurers 


All assets of fire, marine and all cas- 
ualty companies were frozen, one-half of 
the cash assets were immediately trans- 
ferred to Japanese banks and an attempt 
was and is being made to liquidate all 
of their securities. Payments of pre- 
miums were stopped and attempts were 
made to collect all outstanding indebted- 
ness, particularly outstanding premiums, 
all of which were deposited in Japanese 
banks. No new risks were assumed and 
as policies expired, attempts were made 
under moral pressure to force insured to 
insure with Japanese companies. 

Life Company Procedure 

The procedure with life insurance 
companies was somewhat different, ow- 
ing to the fact they have a continuing 
risk. Through the medium of advertise- 
ments and direct mail, the public, partic- 
ularly Chinese, was given to understand 
that the companies were being totally 
liquidated. ‘ 

“With two exceptions, practically none 
of the companies had appreciable bal- 
ances in Chinese dollars. Whatever bal- 
ances in foreign currency they had were, 
of course, not available to the liquidat- 
ors, as such accounts in Shanghai branch 
banks represented merely title to such 
currencies in New York and London. 


“Chinese dollar policyholders were 
urged to come in and surrender their 
policies for the cash value. Upon sur- 


New England Life 
Advertisers Hold 
Boston Meeting 


New England 
Insurance 


members of the 
Advertisers Association met 
Oct. 23 in Boston. The committee in 
charge included G. Russell Noyes, 
Phoenix Mutual, chairman; L. B. Hen- 
dershot, Berkshire Life, and A. F. Sis- 
son, State Mutual. 

Subjects included were: “Today’s 


Life 


market, and how to reach it,” led by 
Ward Phelps, Sales Research Bureau: 
“How advertising can aid in recruiting 
of new salesmen,” led by Mr. Hender- 
shot; “Direct mail under today’s condi- 
tions,” led by W. L. Camp, Connecti- 


cut M utual and a discussion of miscel- 
laneous timely subjects, led by Mr. 
Sisson. 

In addition to the discussion groups, 
there were two featured speakers, C. E. 
Crane, National Life of Vermont, and 
C. W. VanBeynum, Travelers. 


Entertains Service Men 

NASHVILLE, TENN.—The | first 
performance of the “National Life Can- 
teen,” staged for service men on week- 
end leave, was given Sunday afternoon. 
Talent was furnished by radio station 
WSM, owned and operated by National 
Life & Accident. The programs are 
broadcast by WSM. Nashville has an 
average week-end soldier population of 
from 5,000 to 10,000 and entertainment 
is a serious problem. 


render, they were urged to take out new 
policies with the Japanese company that 
was liquidating the foreign company 
with which they had previously been in- 
sured. This attempt at liquidation by sur- 
render met with practically no response 
except for one company, in which about 
one-third of the policies were surren- 
dered. These surrender values when ap- 
plied for were paid out of the Chinese 
dollar balances. No attempt was or ob- 
viously could be made to liquidate poli- 
cies written in gold currencies. 

Balances in Japanese Banks 

“The local currency cash assets of all 
American companies were extremely 
limited,” Mr. Anderson said. “Such 
balances were frozen in the banks and 
one-half of the cash balances immedi- 
ately transferred to the Japanese bank 
charged with liquidating the original 
enemy bank of deposit. These balances, 
ironically enough, were placed in the 
Japanese banks to the credit of the in- 
surance company. 

“At the beginning of June it appeared 
probable that all life offices would be 
completely closed by the end of July, 
furniture sold, employes discharged, and 
an attempt made to illegally dispose of 
all securities held by the companies of 
which the scrip was kept in Shanghai. 

“The question of what would happen 
to policyholders who did not liquidate 
their policies and who could not pay pre- 
miums was one upon which no one had 
any specific information. It was as- 
sumed there might be a moratorium on 
policies less than three years old. On 
policies of three years or more, with the 
exception of one company, all companies 
had automatic premium loan clauses in 
their policies and most such contracts 
would be carried by automatic premium 
loan provisions for approximately the 
same length of time as they had already 
been in force. All policyholders were 
quietly urged to let their policies stand 
and to depend upon automatic premium 
loan provisions or arrange for their pre- 
miums to be paid at the home offices 
of the companies. 

“Tn the case of the life companies, to 
the best of our knowledge, not a single 
life has effected new insurance with Jap- 
anese life companies acting as liquidat- 
ors. Most everyone preferred to sit tight 
and absorb his loss if it occurred rather 
than insure with a Japanese company.” 








a for 10 Years 
on Special Honor Roll 





Mr. and Mrs. Walter Ruterbusch were 
guests at a luncheon in Bay City, Mich., 
with Manager F. 
R. Skinner of the 
central Michigan 
branch of the Sun 
Life of Canada pre- 
siding. He _ intro- 
duced Superinten- 
dent of Agencies S. 
C. H. Taylor from 
the head office. Mr. 
Taylor presented 
Mr. Ruterbusch 
with a solid gold 
Sun Life business 
card suitably en- 
graved as a token 
of the company’s i 
appreciation of the completion of 10 
years consecutive qualification in the 
special mention honor roll. This achieve- 
ment has been reached by only three 
men previously in the history of the com- 
pany. While approximately 500 agents 
qualified in each month only four have 
maintained consecutive qualifications for 
10 years without missing a single month. 
Mr. Taylor referred to Mr. Ruterbusch’s 
lapse ratio, which was very small. He 
has $3,000,000 of insurance in force in 
his locality. 





Walter Ruterbusch 


Great Southern Leaders 
Get $23,150 War Bonds 


Great Southern Life has mailed $23,- 
150 of war bonds to 110 members of its 
production honor clubs. The bonds were 
issued through the Great Southern Em- 
ployes Federal Credit Union. More 
agents qualified for clubs than ever be- 
fore. Three out of ev ery 10 men under 
contract met the standards of sales and 
service regarding volume and renewals. 
Each qualifying agent received a $100 
bond, and 60 added 50 percent of their 
volume requirements and earned a $50 
bond for their wives 

There are 72 in the President’s Club, 
each of whom received an additional $25 
bond for higher second year persistency. 
T. B. Reed, Oklahoma City, paid volume 
leader, was named president for the 
fourth time; R. L. Maxwell, Temple, 
Tex., with second year renewal of 99.01 
percent, vice-president. Great Southern 
agents have added 9.92 points to average 
second year persistency in the last five 
vears. 





COLUMBUS AGENCY IS THE WINNER 





R. J. Johnson’s Columbus, O., agency 
of Bankers Life of lowa won temporary 
possession of the E. P. Kern trophy by 
showing the largest increase in paid-for 
business in the third quarter of 1942, in 
District One. Director of Agencies W. 
F. Winterble and Mr. Kern, assistant 
superintendent of agencies in charge of 





the District One, went to Columbus when 
the trophy was presented to Mr. John- 


son. Shown above are the men present 
at the exercises. Left to right: D. H. 
Miller, John C. Winter, W. F. Winter- 
ble, E. P. Kern, R. J. Johnson, W. H. 
Wright, L. W. Morrison and Robert 
Borah. 


Impact of Modern 7 
Warfare Viewed 


by Medical Men 


Directors Study Numerous 
Physical and Mental 
Effects at Convention 


NEW YORK—The impact of modern 
warfare on man, both physically and 
mentally, was one of the major topics on 
the program at the annual meeting of 
the Association of Life Insurance Medi- 
cal Directors. Medical problems arising 
from the wide use of the airplane were 
outlined in an illuminating address, “The 
Effect of Flight on Man,” by Col. E. G. 
Reinartz, medical corps commandant, 
school of aviation medicine, Randolph 


Field, Texas. An off-the-record address, 
“Experiences with the Canadian Army 
in England,” illustrated with pictures, 
was given by Lt. Col. J. K. Gordon, as- 
sistant medical officer Sun Life of Can- 
ada. 


Nervous Breakdowns 


Pointing out the high rate of neuro- 
logical disabilities occurring in the army 


in the stresses of war, E. A. Strecker, 
professor of psychiatry, University of 
Pennsylvania school of medicine, said 


that there were three different kinds of 
nervous breakdowns. Typical evidences 
of physical breakdown are _ hysterics, 
paralysis, and blindness. Those of a 
chiefly nervous nature are indicated by 
tremens, sweats and inability to sleep. 
Examples of behavior problems are re- 
fusal to obey orders, excessive drinking, 
sullenness and insubordination. 

Dr. Strecker stresses the importance 
of early recognition and treatment when 
the symptoms occur. Disorders of the 
first type can be cleared up in a few 
hours if treated at once. These disorders 
arise largely from exhaustion and the 
prescription is rest, sleep, and talking 
with the man. 

Neurological disabilities are the nor- 
mal reactions arising through a conflict 
of instincts in the individual, he stated. 
The ideals of loyalty, patriotism and the 
taking of risks are authentical to the 
natural instinct of self-preservation. This 
conflict is further complicated by the 
presence of excessive fatigue. 


Importance of Time Interval 


The importance of the time interval 
existing between the time of injury and 
expert treatment was stressed by Gilbert 
Horrax, Lahey clinic, Boston. A _ skull 
fracture in itself is not of importance 
but the time interval after the accident 
up to the time of expert treatment, par- 
ticularly if there is a prolonged loss of 


| consciousness, must be carefully consid- 


ered. 

A thorough examination by a neurol- 
ogist and psychiatrist often discloses 
linear or depressed fractures. Depressed 
fractures are more likely to produce 
complications than simple fractures. 
Family history and emotional factors 
should be studied. Severe headaches and 
changes in personality are danger signs. 

Commenting on Dr. Horrax’s paper, 
P. G. Denker, assistant medical director 
Equitable Society, said that in under- 
writing such risks it was customary in 
his company to divide them into three 
groups, based on the duration of uncon- 
sciousness. The risk who had sustained 
a head injury and had been unconscious 
from a few minutes up to 15 minutes 
was completely excluded for a period of 
six months. After that period, he would 
be accepted, providing he passed a neu- 
rological examination, but he would not 

(CONTINUED ON LAST PAGE) 
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Family Group Bvils 
Hit by Illinois 
Insurance Director 


Reputable Companies 
Can Aid by Meeting Low 
Income Needs 





PEORIA, 


ILL.—Promising remedial 
action consistent with the law and 
American business ideals, Insurance Di- 
rector Jones of Illinois urged insurance 
men to aid in curbing existing dollar-a- 
month family group insurance evils by 
meeting the insurance needs of thou- 
sands of people who seek a modest pro- 
tection against death, accident and 
disease. Speaking before the Illinois As- 
sociation of Life Underwriters sales con- 
gress here, Mr. Tones was outspoken 
in criticizing the methods used in entic- 
ing buyers of the much advertised dol- 
lar-a-month group policies. 

Citing the fantastic advertising claims, 
Mr. Jones told how one advertiser used 
the same picture to illustrate different 
family groups whose names and ad- 
dresses were given. 

In analyzing the actual benefits paid 
under a policy which is advertised to 
insure the entire family up to $1,000 
maximum for natural death; $2,000 maxi- 
mum for auto accidental death, and 
$3,000 maximum for travel accidental 
death, Mr. Jones pointed out that in 
order to collect the $1,000 for natural 
death the entire family must die between 
the ages of 11 and 35, in order to col- 
lect the $2,000 all must be killed while 
riding in an automobile, bus truck or 
taxicab or all struck, knocked down or 
run over by the same type of vehicles, 
and all die within 15 days of the acci- 
dent. 

“Time does not permit a full descrip- 
tion of what is necessary in order to 
collect the $3,000 benefit which contem- 
plates the death of the entire family 
while riding as fare-paying passengers 
within the enclosed part of a railway 
passenger carrier or steam vessel,” Mr. 
Jones commented. 

Although it is advertised that such 
polic ies cover the entire family includ- 
ing nieces, nephews and grand-parents, 
an analysis of one family group con- 
tract discloses that if a 70 year old 
grand-father died within two years of 
the date of the policy and was in good 
health at the time the policy was issued 
to cover a family of 10, the company 
would pay $10. “But if grandpa had 
died within the contestable period of two 
years and at the same time of taking 
the policy had any disease of the brain 
or nervous system, heart, lungs, cancer 
or tumor of any kind, vertigo, hernia, 
rheumatism, tuberculosis, goiter, or any 
other serious disease or infirmity, then 
there would be no liability. If the 
baby died, the total liability of the com- 
pany, if any, would be $15. If 61-year- 
old Uncle Bill passed away under the 
proper circumstances, the company 
would pay $15.” 

Mr. Jones said that he fully recog- 
nizes his responsibility as insurance di- 
rector of Illinois regarding such prac- 
tices by Illinois companies. However, 
while remedial action available under the 
Illinois insurance code is now under 
study, he feels it is better to handle such 
situations under law rather than by ex- 
erting his power as supervisor in crush- 
ing any practice which he considers to 
be. an evil one. To follow-the latter 
course, he pointed out “would put all 
insurance, good and bad alike, at the 
mercy of one man’s judgment. It means 
forebearance or usurpation of power ac- 

(CONTINUED ON PAGE 8) 


Commins Survey 
on Gas Rationing 


N. A. L. U. Gets Data from 
Local Associations on 
Minimum Needs 


The National Association of Life 
Underwriters is completing a survey 
this week of the gasoline needs of life 
agents if they are to serve their policy- 
holders efficiently under automobile driv- 
ing rationing. 

All local associations were requested 
to conduct surveys of minimum gasoline 
needs among all agents including non- 
members and report by Oct. 28. Under 
the gas rationing in effect in the eastern 
states “B” ration cards are not proving 
sufficient in serving policyholders in 
isolated areas. In requesting the infor- 
mation the National association points 
out that it is not seeking special privi- 
leges but that it feels special considera- 
tion should. be given where the need 
merits it. 

As soon as the data is compiled by 
the National association the results will 
be given to George L. Harrison, presi- 
dent New York Life and chairman on 
the Insurance Coordination Committee, 
so that he can take the matter up in 
Washington. 


Ask Full Information 


In the survey form which the Na- 
tional association sent out each agency 
is asked to designate its territory, the 
number of agents needing each type of 
rationing cards. In reference to “C” 
cards the questionnaire asks for the 
number of agents who “could not, under 
any circumstances, conduct their busi- 
ness with less than a ‘C’ ration book.” 
The form points out that it is vital that 
associations “impress upon your man- 


New Secretary of 
A.L.C. Agency Section 








RAY E. FULLER 


Ray E. Fuller, superintendent | of 
agencies of Equitable Life of Iowa, was 
elected secretary of the Agency Sec- 
tion of the American Life Convention 
at the annual meeting in Chicago re- 
cently. In the ordinary course he will 
be elevated to chairman of the section 
next year. 


agers and individual underwriters the 
necessity for figuring minimum needs 
only. These must be down to the irre- 
ducible minimum needed after other 
available means of transportation have 
been used to the limit. -In other words, 
(CONTINUED ON LAST PAGE) 








The letter :— 


“My dear wife: 
longer be with you. 


may be. 
knows? 


and above this policy. 


+ 


WM. H. KINGSLEY 
Chairman of the Board 








Breathing Space 


The Philadelphia Inquirer recently printed a news story 
about a former local citizen whose will was being probated. 
The will was simply ten words at the bottom of a letter writ- 
ten to his wife and left attached to a life insurance policy. 


When you receive this letter, 
But I shall still be helping vou. 
policy to which this is attached will bring you my salary each 
month for a year after I am gone. 
but I do not want to add anxiety to your grief. 
widows get panicky because the old salary has stopped. You 
may be well-to-do when you read this message. 
Or you may have to be very economical indeed. Who 
At least you will have a year’s breathing space to 
prepare to live on what I have been able to leave you over 
I hope it will be much—or at least 
you will know it is the best I could do. 
able to carry on for a year will enable you to get a better 
price for the securities you may have to sell. 
I leave all to my wife, Lydia ......... 


The letter had been written seven years before his death. 
The estate was tentatively valued at $2,500. The amount of 
the policy and the name of the company were not given. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


I shall no 


The 


I know you are grieving, 
So many 


I hope you 


And perhaps being 


Yours lovingly, 


My will.” 


+ 


JOHN A. STEVENSON 
President 
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New Plans Worked 
Out fo Meet Gas, 
Rubber Shortages 


Metropolitan Life Eases 
Rules for Agents, Adopts 
New Procedures 





NEW YORK—As a means of meet- 
ing the gasoline and rubber shortages 
Metropolitan Life has relaxed certain 
of its rules regarding agents’ -procedure 
where such modifications would enable 
the agent to handle his work more effi- 
ciently. The response of the agents 
has been very gratifying, as has that of 
policyholders who have been asked to 
cooperate in such matters as less fre- 
quent collections, having the premium 
ready on a certain day, fewer call backs, 
and the like. 

For some time the requirement of 
reporting daily to the district office has 
been cut to three days a week and this 
now has been further modified where 
necessary so that some agents: in iso- 
lated areas need report only once a 
month, though remitting and account- 
ing in the interim in accordance with 
the company’s plan. Where transpor- 
tation facilities are readily available the 
three times a week requirement con- 
tinues. 


Gives Aid to Debit Men 


Where an agent’s debit covers sev- 
eral towns the company may authorize 
his staying overnight and in these cases 
the company pays the travel and hotel 
expenses. 

Agents in sparsely settled areas are 
provided suitable leaflets which they 
leave when the insured is not at home. 
The leaflet says the agent is sorry 
to have missed the policyholder and ex- 
plains that because of the gas and rub- 
ber situation it will not be possible to 
call back. There is included an en- 
velope if the insured cares to remit by 
mail. 

The gas:and rubber shortages have 
greatly accelerated the debit manage- 
ment program which the company has 
been putting into effect since 1937 and 
which has had extremely gratifying 
results. An assistant manager, previ- 
ously trained by a member of the field 
training division, spends three weeks 
on an agent’s debit with him. The first 
week is devoted chiefly to observation 
and to setting up the most efficient 
routing of calls to minimize distances 
traveled. The second week is devoted 
to securing the cooperation of the pol- 
icyholders in following the new sched- 
ule. In the third week the new plan 
is put into operation and the agent is 
trained to follow it. Agents have 
shown themselves eager for instruction 


in the new and more efficient method 
of making calls. 
One of the major problems in cut- 


that of 
ways of 


down travel by agents is 
back calls. There are two 
handling this, first to set a definite 
time for call backs, usually Wednesday 
ev ening or Thursday morning and mak- 
ing just one round of calls or, second, 
having a definite understanding that if 
the policyholder is not in the agent will 
not be back until the following week. 
Policyholders have responded very well 
to this appeal. 

As a result of the debit management 
agents generally have been 
able to reduce appreciably not only the 
amount of time spent in collecting but 
also the mileage required in covering 
the debit. 

Some agents are not required to re- 
port lapses in person to district offices 
at all but are allowed to mail their lapse 
(CONTINUED ON PAGE 8) 
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Interest Rate Study 
Told to Actuaries 


Factors in Metropolitan’s 
Plan Explained by 
Bassford at Toronto 





Metropolitan Life, in calculating the 
level on its new premium rates adopted 
Jan. 1, 1942, after a study of the effect 
of changes in interest rates on premiums 
for various insurance plans at various 
ages, concluded that provision for fu- 
ture decline in interest rates must be in- 
troduced directly into the premium cal- 
culation and not through the simple de- 
vice of increasing all premiums by a 
fixed percentage in constant amounts, H. 
R. Bassford, actuary of Metropolitan, 
told the joint meeting of the Actuarial 
Society and American Institute at To- 
ronto.’ The assumed rate of 2% percent 
was set to be not only well below the 
company’s average interest rate but also 
well below the rate at which new invest- 
ments currently are being made. 


Notes Other Considerations 


Metropolitan felt it was unwise to 
guarantee the high cash surrender values 
involved if 24% percent also was assumed 
in calculating values, since it is not cer- 
tain interest rates will continue to fall 
and remain low. It was believed the in- 
terest rate for reserves and cash values 
should be one which would be applicable 
for a considerable time into the future, 
and so 234 percent was assumed for 
these calculations. If interest rates do 
remain low, Mr. Bassford explained, the 
234 percent reserves can be_ supple- 
mented by suitable contingency reserves 
since the premiums will be high enough 
to build up these additional funds and 
likewise the 234 percent cash values can 
be supplemented by terminal dividends 
if necessary. 

In adopting a suitable mortality table 
these objectives were formulated: It 
must contain sufficient margin to cover 
the highest long range level of mortality 
that may within reason be experienced 
over the lifetime of the policy; it should 
contain a sufficient margin to provide for 
exceptionally high but temporary mor- 
tality losses; it must contain sufficient 
margin to provide for the higher mortal- 
ity expected under extended insurance 
and for the expenses of handling ex- 
tended insurance. Expense assumptions 
were increased to provide a margin for 
possible future increases in expenses and 
then were assessed as accurately as pos- 
sible either as a percentage of the pre- 
mium to be paid or as a constant amount 
per $1,000 of insurance in force. 


Also Applied to Industrial 


He spoke on the subject of premium 
rates, reserves and nonforfeiture values 
for participating policies, emphasizing 
that the same theory and methods are 
employed in making the necessary tests 
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both for ordinary and industrial insur- 
ance since the same underwriting: prin- 
ciples apply to both. This, he said, had 
the obvious advantage of making the 
premiums consistent throughout _ the 
company. In calculating nonforfeiture 
values, except for minor variations in 
early years, the same rules: were used 
both for ordinary and industrial. 
Richard C. Guest and Edmund M. Mc- 
Conney jointly presented a paper on 
some basic principles and mathematical 
tables related to agents compensation. 
Both are original members of the com- 
mittee on agents compensation of the 
Sales Research Bureau, of which Mr. 
McConney, vice-president Bankers Life 
of Iowa, is chairman. Mr. Guest is vice- 
president and actuary State Mutual Life. 


Agents’ Compensation Discussed 


Each individual agency executive and 
company actuary has been forced to 
make an investigation to secure experi- 
ence rates which’ might be applied to 
evaluate the financial effect of the pro- 
posed changes, the paper stated. The de- 
vised plan has included by one means or 
another compensation which ceases or 
which is reduced upon termination of the 
agent’s contract. Evaluation of the cost 
of such features requires a knowledge of 
survival rates of agents and related mat- 
ters. ; oe 

Some types of compensation requiring 
introduction of agents’ survival rates in 
computation of cost include non-vested 
or partially vested renewal commissions 
which revert to the company, non-trans- 
ferrable fees related to the premiums or 
amounts of insurance in force upon 
which commissions no longer are being 
paid, and non-vested portions of either 
non-contributory or contributory retire- 
ment plan. 


New Tax Law Is Digested 
in Famous Booklet 


CINCINNATI—Keen interest is felt 
by life agents in the new tax law just 
enacted. The “Diamond Life Bulletins,” 
immediately upon the signing of the tax 
bill, revised its famous booklet, “Life In- 
surance and Federal Tax Laws,” which 
has been a standard reference book for 
life men for many years. The booklet 
includes the famous “Finder System” 
exclusive with the “Diamond Life Bul- 
letins,’ which enables the insurance 
man quickly to put his fingers on the 
answer to any tax question that con- 
fronts him. 

Already orders for several thousand 
copies are being filled. Orders should 
be sent to the “Diamond Life Bulletins” 
420 East Fourth Street, Cincinnati. 
Prices are, single copy 75 cents, five 
copies $2.50, 10 copies $6.50, etc. 


P. M. Fraser, executive vice-president 
of the Connecticut Mutual Life, offici- 
ated at the opening of the C. C. Jones 
agency’s new offices in the Liberty Bank 
building, Buffalo. Mr. Jones has been 
general agent in Buffalo for more than 
a year, having gone from a similar post 
in Indianapolis. 











sales personality. 


essential. 





WANTED | 


Two Successful Life Insurance 
Agency Supervisors 


One of the fastest growing and most progressive life insurance institutions in 
the country is gearing its staff for further operating expansions in the central 
territory. The program creates an exceptional opportunity for two outstand- 
ing life insurance men whose major qualities are aggressiveness, ingenuity and 


The men selected must be self-starters, have successful selling records and be 
capable of handling broader responsibilities than they have in their present 
connections. After thorough training in our methods of doing business they 
will be assigned traveling positions as field supervisors for the central states. 


Positions are salaried, not commission. Sell yourself in a letter, if possible 
enclosing recent snapshot. Give fullest details; education, life insurance back- 
ground, sales record, present earnings, age, draft status, etc. Our own organiza- | 
tion knows of this advertisement. Life insurance field experience is absolutely | 


Address Q-78, The National Underwriter, 175 West Jackson Blvd., Chicago, III. 

















Study Problem 
of Ohio Agents 
in Armed Services 


Superintendent Lloyd of Ohio in ad- 
dressing the luncheon meeting of the 
Ohio Association of Insurance Agents 
in Columbus, stated that the depart- 
ment is eager to work out some satis- 
factory system for handling the prob- 
lem of agents who enter the armed 
services and desire to have their busi- 
ness continued in one way or another. 
He said that he has sought suggestions 
from the Ohio Association of Insurance 
Agents and Ohio Life Underwriters 
Association, Apparently the problem 
is not nearly as complicated insofar as 
life insurance is concerned as it is in 
the fire and casualty field. 

Mr. Lloyd stated that there are two 
important considerations involved. In 
the first place the department is 
anxious not to have broken down the 
gains that have been made in raising 
the standards of insurance production 
and at the same time there must be 
given immediate, effective and worth- 
while relief to the agent in uniform, At 
present the department is dealing with 
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each case on an individual basis but 
Mr. Lloyd desires to have some defi- 
nite procedure which can. be uniformly 
followed. 

The department so far has insisted 
that anyone who carries on the agent’s 
business must be licensed as an agent 
in the regular way. It is not permit- 
ting a licensed solicitor to conduct 
agency functions and it has not been 
waiving examination requirements. The 
department feels that the giving of a 
power of attorney by an agent to an 
appointee, without the latter being an 
agent for the company, is an inade- 
quate procedure and may cause con- 
fusion and unfortunate consequences. 
The department feels that the agency 
function cannot be delegated by power 
of attorney and that serious questions 
would arise as to the power of the ap- 
pointee to act should the agent be 
killed in action or be reported missing 
in action, for instance. 

The department is eager to protect 
the agent who dons the uniform but it 
also feels that the problem must be 
faced in a realistic way. 


Charles Mehring, formerly with North- 
western National Life in Oklahoma City, 
now in the army, has been promoted to 
captain. 


r. W. APPLEBY, President 





XUM 


October 30, 1942 


LIFE INSURANCE EDITION 














DOLLAR-A-WEEK 
THRIFT PLAN 
The thousands of sales made by tna 
Life Salesmen on the $1-a-Week Thrift 
Plan since its introduction in 1941 are 
testimonials to the salability of such 
a plan. Literally tens of thousands of 
sales interviews have been conducted 
and the plan has continued to be ex- 


tremely popular with the sales force. 


& 





DIRECT MAIL 

DIGEST PLAN 
Developed as pre-interview mailing for 
ZEtna’s famous Digest presentations, this 
sales stimulator has proved a welcome 
task-master in enforcing time control. 
It gives the Salesman the heartening con- 
fidence that he has already been intro- 
duced in an emphatic way. In short, it 


is helping the Etna Salesman sell. 





SOCIAL SECURITY 
SALES PLAN 
Working with Etna Salesmen in the 
field, the Home Office has developed a 
concise presentation of Social Security 
benefits as a service to policyowners. 
When keyed to a special chart and sales 
talk, reports of sales through the Social 
Security approach began to roll in. Re- 


sults continue to be dramatic. 





TEN-A-MONTH 

THRIFT PLAN 
Many leading Etna producers told us 
that we needed a sales plan as compelling 
as Dollar-a-Week Thrift but in a larger 
unit. Consequently £tna’s famous 
Guaranteed Thrift Plan has been com- 
pletely revised to incorporate exactly the 
same sales appeal that has proved so suc- 


cessful in its $1-a-week counterpart. 


AFFILIATED AINA LIFE companies 


The tna Life Insurance Company The tna Casualty & Surety Company 
The Automobile Insurance Company The Standard Fire Insurance Company 
Oo F he a Rees ks Be (ee Me 6 s-4he--e 92 
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Pacific Group of 
Actuaries to Hold 
Fall Meeting 


The fall meeting of the Actuarial Club 
of the Pacific States will be held at Del 
Monte, Cal., Nov. 5-6. Robert N. Gris- 
wold, president, associate actuary ol 
California-Western States Life, will pre- 
side. The chairman of the program com- 
mittee is E. M. MacRae, assistant actu- 
ary Occidental Life of Los Angeles. 

The program of subjects for discus- 
sion is as follows: 

1. Underwriting and Mortality: 

(a) Mortality experience on non-med- 
ical business. -* 

(b) Extension of non-medical limits 
due to scarcity of examiners and trans- 
portation difficulties. 

(c) Extra premiums to cover war haz- 
ards (i) military or naval service (11) 
residence or travel outside the United 
States and Canada. a ; 

(d) Changes in underwriting practices 
resulting from a war economy. — 

(e) Losses caused by war (1) civilians 
(ii) members of armed forces—in com- 
bat—in training. 


* * % 


2. Office Management: 

(a) What action has been taken with 
respect to adjustment of wages or hours? 
What problems result from the freezing 
of jobs and wages? oe 

(b) Curtament or elimination of rou- 
tines justified by present conditions. _ 

(c) What steps are being taken to fa- 
cilitate preparation of the annual state- 
ment, e. g., valuation approximations, 
short-cuts in calculation of gain and loss 
actuarial items? 

* * 


3. Miscellaneous: 

(a) Latest developments in taxation. 

(b) Pension trusts. : 

(c) Reports on joint meeting of Actu- 
arial Society and American Institute. 

* * 

4. Non-Forfeiture and Valuation: 

The proposed standard non-forfeiture 
and standard valuation laws. G. E. Can- 
non has prepared a formal paper. 


5. Group Insurance: 

(a) What special factors are involved 
in underwriting group insurance in war 
industries ? 

(b) What are the problems connected 
with adequate servicing of group busi- 
ness? 

(c) What companies have taken off 
their mortality experience on group con- 
versions and with what result? What 
charges are made to the group division 
on account of group conversions? 

(d) Group accident and health—what 


have loss ratios been during the past 
year? What methods are used in ad- 


justing rates or benefits due to unfavor- 
able experience? What revisions, if any, 
in premiums are necessary because of 
the increased proportion of female lives? 

(e) Methods by which accident and 
health loss ratios are derived. 

(f) Recent trends of claim experience 
based on latest hospital and surgical 
rates. 


McMillan Resigns as Head 
of Los Angeles Managers 


LOS ANGELES—Fred C. McMillan, 
general agent of Penn Mutual Life and 
president Life Insurance Managers As- 
sociation of this city, announced his res- 
ignation from the association post at a 
meeting. The board immediately ap- 
pointed Vice-president Russell  L. 
Hoghe, general agent Equitable Life of 
Iowa, as president for the unexpired 
term. Mr. McMillan has become an army 
captain assigned to Los Angeles in the 
specialists corps. 

There was a discussion of “Recruiting 
in a War Time Economy,” with General 
Agents Walter G. Gastil, Connecticut 
General, Rolla R. Hays, Jr., New Eng- 
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Midland Mutual Men Are Peemvaind 








Cc. W. GRADY 


(COLUMBUS, O. — Charles W. 
Grady, who has been assistant auditor 
of Midland Mutual Life, has been ap- 
pointed auditor, and John D. Rees, for- 








J. D. REES 


auditor, becomes assistant secre- 
30th are very valuable men. 


merly 
tary. 





land Mutual, and Buryl Blevins, Occi- 
dental of California, as speakers. 

Mr. Gastil said the problem of recruit- 
ing divides itself into three phase:: Men- 
tal attitude of the general agent, system- 
atic methods of selection, and a working 
plan. Recruiting should not be sporadic 
but is a long term job. There must be a 
change in training procedure. Men must 
be got into production in less time than 
formerly. He must think both in short 
and long terms of recruiting and train- 
ing. Mr. Gastil gave three instances of 
men in his office who were successful 
following a short term of training. For 
long range recruiting the general agent 
must think more of older men. With the 
proper mental attitude recruiting and 
training are not impossible, nor unrea- 
sonably difficult. 

The program must include mental at- 


Mr. Hays declared selling, recruiting 
and training requires both faith and op- 
timism. Managers must realize they are 
in a stable business in an unstable time, 
and must continue recruiting and train- 
ing on a long.term plan. Statistics of 
his company show 40 percent of produc- 
tion five years’ hence will come from 
men not now in the business. There 
must be less financing at induction, bet- 
ter selection of men, more efficient as- 
similation of men. The present disloca- 
tion of business is putting men out of 
other jobs who would make good agents. 

Mr. Blevins said he did not expect to 
do the same amount of business as last 
year, and other managers need not ex- 
pect to do so. But they must have faith 
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Seek Modification of 
“Consent Letter” from Part 
Timer’s Employer in Ohio 


Some of the life insurance general 
agents and managers in Ohio have re- 
quested the insurance department of that 
state to modify insofar as life insurance 
is concerned the so-called consent letter 
from employers of part-time agents. The 
department for the past year or so has 
been requiring a part-time agent to pro- 
duce a letter from his employer stating 
that the agent is free at any time during 
the day to receive calls from insurance 
clients and to give insurance service if 
necessary during the day. It is reported 
that about 60 percent of the part-timers 
who are on the payroll of various firms 
are unable to get such letters from an 
employer. 

It is believed that the consent letter 
requirement was primarily designed to 
apply in the fire and casualty field and 
does not serve the same purpose in con- 
nection with life insurance. Fire and 
casualty agents are frequently called on 
to bind a risk on short notice, to give 
immediate attention to a policyholder 
who has a claim or is involved in an ac- 
cident of some kind. The life insurance 
agent, on the other hand, is not so fre- 
quently subject to urgent call from as- 
sured or beneficiaries and some of the 
life insurance agency heads in the state 
feel that the requirements should be 
modified particularly because of the dif- 
ficulty in recruiting new full time agents 
to take the place of those who go into 
uniform or into war plants. 








in the business. They will gain much 
from financing men if they solve the 
problem of what to do with them when 
they get them. He urged doing a better 
instead of a larger business. 


The Accident & Health Bulletins help 
get business. For information write 
420 FE. Fourth St., Cincinnati. 








Ralph R. Lounsbury, President : 
W. J. Sieger, V. P. & Supt. of Agencies 


A Fifteenth Anniversary 





















surance 


On the occasion of our Fifteenth Anniversary, we 
are proud to present a progress report on the 
sturdy growth of Bankers National. With keen 
satisfaction we report (1) assets, surplus and in- 
in force greater than ever; 
Ordinary paid-for 23% ahead of 1941 up to Sep- 
tember 1, with an average size policy running at 
$4,059 this year, indicative of the sales alertness in 
wartime of a fine staff of full-time producers. 


Appreciative of their loyalty, Bankers National 
has overlooked no opportunity to increase the 
salability of its contracts - 
soon be ready for merchandising. We realize 
that agents, in interpreting the helping hand of 
insurance, must strive to make each call on pros- 
pects “consultations” rather than solicitations. 


NATIONAL LIFE 


Insurance Company .... . Montclair, N. J. 


Tribute 


(2) new 


- and new policies will 
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H. D. Hart Suen 
Need of Qualitied 
Man-Power 


At a luncheon in Chicago last Friday 
given by the Illinois Bankers Life to in- 
troduce L. P. McClanahan, who joins 
the company and will go to Indianapolis 
as manager for Indiana with the excep- 
tion of three northern counties, Vice- 
president Hugh D. Hart stressed the 
need of greater and more effective man- 
power in life insurance. He opined that 
many Officials are thinking too much 
in terms of dollars and depreciate too 
greatly the assets of man-power. Mr. 
Hart made it plain that he was not ad- 
vocating more people in the business to 
make a show numerically. 


Importance of Man-Power 


He made it plain that he very earnest- 
ly believes in quality and character in 
man-power. It pays, he said, to add to 
an organization men of greater capacity 
who have the right appreciation of life 
insurance and its possibilities. He said 
that no legal reserve company has ever 
failed because of the work of the agency 
department. Failures come, he said, 
chiefly through bad judgment or maneu- 
vering of the investment department. 

He said Illinois Bankers is in splendid 
shape from a liquidity standpoint. It has 
$2,000,000 in cash on hand and $2,500,000 
in government bonds. He said that it 
was in a position to stand any strain 
through the liquid character of its port- 
folio. 

Mr. McClanahan has been a personal 
producer for more than 20 years and has 
been connected with Bankers Life of 
Iowa in Chicago. Mr. Hart paid a 
great tribute to Bankers Life as being 
one of the best of American companies. 
Mr. McClanahan is a native of Indiana, 
having been born at LeGros. He will 
shortly move to Indianapolis. He has 
been a member of the top producing 
club of the Bankers Life. There is a 
growing demand, in his opinion, for low 
premium policies especially during this 
time with higher income taxes and war 
bond investments. 

In his early career Mr. McClanahan 
operated a moving picture theater in 
North Vernon, Ind. He moved to Los 
Angeles, being in the production end of 
the business. Then he entered the sell- 
ing and merchandising field. 

Harry E. Wood of Chicago, home 
office representative, presided at the 
luncheon. 

Among the speakers were Capt. 
L. C. P. Robinson of the Chicago agen- 
cy; Robert Mercer, Chicago manager; 
Mrs. Hugh T. Martin, wife of the late 
president and later chairman of the com- 
pany; J. S. Smith, Waukegan, formerly 
with Bankers Life; and Henry Johnson 
from the home office of the Illinois 
Bankers. There were a number of 
Bankers Life of Iowa associates of Mr. 
McClanahan present, John Sweeney be- 
ing the spokesman. Mr. McClanahan 
closed the proceedings with some ap- 
propriate remarks. 











Agency Research 
in Marketing Plans 
Stressed by Reese 


DETROIT—Under present wartime 
conditions, every life agency should be 
a research laboratory examining pros- 
pecting methods, selling and social and 
family problems, J. H. Reese, Philadel- 
phia, home office general agent Penn 
Mutual, said in a talk on marketing 
principles of life insurance before the 
Associated Life General Agents & Man- 
agers of Detroit. 

Great scientific advancement always 
follows war, he said. The science of 
distribution should keep pace with new 
developments in manufacturing, finance 
and economics. Some persons believe 
there is little field for the salesman to- 





LEFE INSURANCE EDITION 


» 
/ 














day, but this is decidedly not so as re- 
gards life agents. 

Every general agent should have a 
clear picture of the economic era before 
him if he is to do a satisfactory job of 
agency direction. Many factors now 
are not clear to agency heads, and they 
wonder where they go from here. 

“I don’t know, to be frank about it,” 
he said, “but I feel I have an obligation 
to the more than 200 agents in my 
agency to find out, and to pass that data 
on to them.” 

The country is in rapid evolution, he 
said, and it is up to life agents to buckle 


down and fight the hard way. If they 
look at unfavorable management factors 
they may decide fame isn’t worth the 
candle. He urged looking at the many 
favorable factors. 

Many channels of distribution have 
been dammed up, so there must be a lot 
of money somewhere that should be 
available for family protection purposes. 
It is up to agents to find it. 


Best Bracket Is $2,500-$5,000 


Life insurance sold to the larger buy- 
ers, those making $25,000 a year or 
more, he said, in his company represents 


but 1 percent of total sales. The group 
$15,000-$25,000 is somewhat larger, but 
the heavy volume of sales is made to 
families having an income of $5,000-$15,- 
000. He stressed that the group earn- 
ing $2,500-$5,000, which includes many 
factory workers, has greatly increased in 
sales potentialities and accounts for 
nearly one-third of Penn Mutual’s new 
business. 





Kurt Hauser, manager of agency rec- 
ords of General American Life at the 
home office, was inducted into the army 
at Jefferson Barracks, near St. Louis. 





Acacia Mutual Leads Again 


Pioneers New Wartime Compensation Plan 


NCE again Acacia Mutual leads in bringing added benefits to the agents. Retroactive 
to July 1, 1942, the Company’s new plan provides an added wartime compensation 
of 714% of total first year commissions paid to Quality Agents. 


This wartime allowance will accomplish three purposes. First, it will help the men in the 


field meet the increasing cost of living, increasing taxes, etc. Second, it will help and 


encourage every field man who is contributing so materially to the winning of the war, not 
only through the economic effect of the insurance he is selling but through the sale of war 
bonds and in civilian defense activities. Third, it will give recognition to the splendid work 
Acacia field men are doing in looking after the business left behind by the agents who have 
gone into the Armed Services so that these men, when the war is over, can return to Acacia 
and take up their work where they left off when they went away. 


This new Wartime Compensation takes its place beside such well-known Acacia Mutual 
agency contract advantages as: 


An ever-increasing monthly income based on volume of business in force, with no 


automatic terminations to fix a ceiling on earnings. 


A liberal bonus for quality business. 


Disability and death benefits to protect the agent and his family. 


A comfortable retirement income for his old age. 


These advantages explain why the average annual production of the Acacia Mutual agent 
is the highest of any company in the land. 


Liberal Benefits for Field Men In the Armed Forces 


Acacia Mutual also is providing liberal benefits for its field men who have left to join the 
Armed Services. During their absence Acacia provides the following recognition of their 
service and sacrifice: 
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ACROSS 


WituiamM Montcomery, President 


FROM THE WU. S. 


Home Office +» Washington, D. C. 


Their monthly income is continued for at least one year. 


For agents with two years’ Acacia service the Company continues its contributions 
to their retirement funds during the period the monthly income is paid. 


A letter is sent to the policyholders of these field men advising of what the company 
is doing for these men while they are with the Armed Forces and asking the policy- 
holders’ cooperation in keeping their insurance in force. 


In addition, the managers and agents in the various branch offices cooperate whole-heartedly 
in keeping in force the business of the absent agent so that when the war is over he can take 
up his career with Acacia where he left off and receive full credit for all of his business in force. 


Acacia Mutual 


Life Insurance Company 
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New Plans Worked 
Out in Rationing 


(CONTINUED FROM PAGE 3) 


forms direct to the home office on 
Tuesday mornings, sending copies to 
the district office. Another time saver, 
which is a particular help in rural dis- 
tricts, is the dividing of the cebit into 
two sections. An agent in this way 
covers one-half of his debit one week 
and the other half the next week. 


Urged to List All Calls 


Agents also are encouraged to list 
all their calls before starting on their 
rounds. Thus they can use their time 
most efficiently not only to collect in- 
dustrial premiums but also ordinary col- 
lections and all other possible calls, in- 
cluding sales interviews and prospecting 
interviews. Unless such a list is made 
an agent may complete his round and 
discover that he has forgotten a call 
that he wanted to make or should have 
made. 

The extent to which cooperation of 
policyholders can be obtained is quite 
surprising. In Chicago, for example, 
some debits are on a bi-monthly basis 











x THANKS, HOUSTON, 


FOR TWO SUGGESTIONS SO 
HELPFUL I PASS THEM ON! 
ae oe 


HOMER G. HEWITT, manager 
for the Northwestern National, 
often wondered why office girls 
couldn’t turn in more counter 
leads. So when R & R's “What 
the Office Staff Can Do About 
Prospecting,” came in his “Man- 
agement Plans,” he gave it to his 
cashier, WILMA BINGHAM, 


saying, ‘““What about it!” 
* x 


MISS BINGHAM called a meet- 
ing of the five girls, they studied 
the booklet, they prepared a form 
on which to report counter Jeads, 
and then they talked Mr. Hewitt 
into putting a dollar into their 
party fund for each app written 


on a counter lead. 
* 


Get five girls excited about build- 
ing a party fund and you've got 
PROSPECTS! 

a 
H. J. ROSSMAN, manager of the 
Equitable of N. Y.. gives each 
man a copy of “The R & R Maga- 
zine,” assigns him a page and has 
him read it and discuss it at the 
agency meeting. “The idea goes 
over big,” says H. J. 


PAUL SPEICHER 
Managing Editor 
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in some areas, the policyholders coop- 
erating in reducing the frequency of 
collections to every other month. 

With characteristic initiative, many 
agents have developed extremely in- 
genious methods for meeting success- 
fully their problems of continuing effec- 
tive service to policyholders. Reports 
have come to the company’s home office 
of groups of three or four agents who 
live in one section of a city and operate 
in another. These agents have worked 
out a ride-sharing plan whereby they 
take turns in using their automobiles, 
all leaving for the office together and 
going from the office to their debits, 
and then returning in the same car. 

Other agents have been successful in 
securing adequate garage facilities on 
their debits, and by traveling to and 
from their homes by bus or trolley, have 
effected considerable gasoline savings. 
Still other agents have found that by 
leaving their homes somewhat earlier 
in the morning’ than before they can 
drive directly to their business localities, 
and by using available transportation 
from this point to the local office and 
back, have effected important savings of 
gasoline and tires. 

Another most interesting arrangement 
has been that worked out by numbers 
of the company’s representatives who 
have secured bicycles which they place 
in the back of their automobiles. These 
agents drive to the various sections 
where they have numerous calls to make, 
leave the automobile in the center of 
each of these sections and then take the 
bicycle out of the back of the car in 
order to make their calls. 

Following the golden rule principle, it 
seems that the extent to which the 
agents indicate their willingness and 
desire to cooperate in continuing good 
service to their policyholders has been 
reciprocated by the extent to which 
these policyholders have evidenced will- 
ingness to cooperate with the agents. 
Policyholders are very glad to assist 
agents in conserving tire and rubber by 
paying premiums at specified times and 
by eliminating the necessity for back 
calls. 


A. E. N. — of 
Prudential Dies 


Albert E. N. Gray, 57, since 1931 as- 
sistant secretary of Prudential, died sud- 
denly Wednesday while at his desk in 
the home office, Newark. Mr. Gray was 
talking with an associate when he 





A. E. N. GRAY 


toppled out of his chair. Doctors as- 
cribed his death to coronary thrombosis. 

With Prudential since 1910 as an agent 
and in various other capacities in the 
ordinary agencies department, he was in 
wide demand as a speaker on life insur- 
ance selling, and he had the unique abil- 
ity to combine sound instruction with 
dry and original humor. His greatest 
speech was generally held to be “The 


Common Denominator of Success,” in 
which he made the point that success 
consists in doing the things that failures 
are unwilling to do. 

He was the son of the late Edward 
Gray, for many years vice-president of 
Prudential. 


Family Group Evils 
Hit by Ill. Director 


(CONTINUED FROM PAGE 3) 
cording to the opinion, disposition or 
prejudices of a temporary administrator. 
“You and I have learned that even courts 
of law under a representative form of 
government, can serve only as a tem- 
porary refuge from the theocratic ad- 
ministrator who is bent on imposing his 
inspired will. In the long run all of 
us will be served best by patient adher- 
ence to the written law,” Mr. Jones held. 

There is nothing basically wrong in 
writing limited policies of insurance, Mr. 
Jones pointed out. Every policy of 
every company is limited in some re- 
spect and the entire business rests on 
the foundation of limited liability. The 
plan of insuring more than a single risk 
under one policy is both ancient and 
sound. To forbid the practice would re- 
quire disapproval of thousands of con- 


tracts that are beneficial both to the 
carrier and the insured. Mr. Jones does 
not favor restricting the use of mails, 
press and radio as a medium of advertis- 
ing. 

In addition to the efforts which he 
promises to make in eliminating the evils 
which he cited, Mr. Jones asked if it 
would not be well to follow the lead of 
that band of well managed and reputa- 
ble companies which offer to the insur- 
ance public limited policies, fairly priced 
and honestly sold to meet the need of 
the low income groups? “It is neither 
sound nor proper to abandon any class 
of our people to exploitation. The op- 
portunity for public service should not 
be neglected. Such action would advance 
education and enlighten a multitude of 
people who should understand and share 
the benefits and protection of insurance 
and would remove the necessity for con- 
tinued governmental intervention, 
whether that intervention be disciplinary 
in character or calculated to supply a 
public need through the agencies of the 
federal government. Aggressive and 
voluntary action by the industry is the 
virile attack of competitive individual 
enterprise. It is the method and ap- 
proach that has made our nattion great 
and strong,” he declared. 


The Accident & Health Bulletins help 
get business. For information write 
420 E. Fourth St., Cincinnati. 

















Forty-Eighth Year 


of 
Dependable Service 











The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . . . . 
Has Paid $135,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $55,000,000 for their benefit . . . . . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates. 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 
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INSURANCE MEN IN ARMED SERVICES 





John V. Hovey, director of sales of 
Connecticut Mutual Life, Madison, Wis., 
has been commissioned a lieutenant, jun- 
ior grade, in the navy and will report at 
Harvard University for schooling in 
communications. He holds a degree as 
electrical engineer from the University 
of Wisconsin although he never followed 
that vocation. 

Leon M. Blum, who was formerly 
general agent of the Pacific Mutual Life 
at Galveston, is now a sergeant in the 
Photo Laboratories Headquarters at 
Will Rogers Field, Oklahoma City. He 
was recently transferred there from Al- 
buquerque. 

Capt. Paul Troth, supervisor of pub- 
licity of Home Life of New York until 
he entered the army a year ago, has been 
appointed publications officer stationed 
with the headquarters airborne com- 
mand, Fort Bragg, N. C. Before joining 
Home Life he was assistant editor of 
“Eastern Underwriter” for six years, an 
accomplished cartoonist, and widely 
known for his chalk talks before agents 
associations. 

Edward J. Devitt, assistant attorney- 
general of Minnesota, for the past four 
years legal adviser of the Minnesota 
insurance department, has been granted 
a leave of absence to enter the intelli- 
gence service of the navy. 

Lieut. Robert M. Tedlock, formerly 
a special student in General American 
Life’s home office, figured prominently 
in recent news dispatches as the pilot 
of an army bomber that participated in 
the war’s heaviest air raid over northern 
France. 

Dr. Perry A. Anderson, medical di- 


rector Rockford Life, who is a first 
lieutenant in the army medical corps, 
has been transferred from Beaumont 


Hospital, El Paso, to Camp Barkley, 





Tex., where Maj. J. E. Casey, who was 
home office representative of Rockford 
Life, has been located for several 
months. 

John H. Kellogg, representative of the 
New York Life at Lincoln, Neb., left 
for Camp Carson, Colorado, where he 
took up his duties as second lieutenant 
in the infantry, having been in the re- 
serve corps. This week he was trans- 
ferred to Camp Clark, Missouri. 

Ross E. Bryngelson of Nebraska 
branch, New York Life, left for officers 
training at Camp Wallace, Tex., in the 
anti-aircraft division. 

Student Officer J. H. Madden, Ne- 
braska branch, has been transferred 
from basic training at the naval school 
at Dartmouth College to the base at 
3oston where he is to take further work. 

Capt. Garrett Fonda is now located 
at Fort Knox, Ky., as instructor in the 
tank corps. He was formerly a military 
observer in Egypt, being sent there by 
the government before hostilities broke 
and United States entered the war. He 
has just returned from there. Captain 
Fonda was formerly a representative for 
New York Life at Omaha. 

Lt. E. S. Wittenberg, agent in Lin- 
coln, has received his air corps observer 
wings at Brooks Field, Texas. He was 
selected for intensive training in tactical 
coordination and observation from the 
air. 

Wilmer M. Hammond, Jr., assistant 
general agent of Aetna Life in Los An- 
geles, has been called to active duty 
as a second lieutenant in the army air 
corps and has reported to Santa Ana 
for duty. Three other associates, H. L. 
Carter, H. J. Jung and George Little- 
field of that agency have entered the 
officers’ training corps. 


Ten Year Man 








ROBERT M. FEELY 


Robert M. Feely, manager of the 
eastern division for the North Ameri- 
can Life of Chicago with headquarters 
in Newark, has completed 10 very out- 
standing years with the company. 

During that time, his agency was the 
leading one eight years and he was the 
leading personal producer seven years. 
He has passed the 500 week mark in 
the App-a-Week Club. 

Vice-president Paul McNamara and 
C. <A. Ashbrook, superintendent of 
agencies, were present at a 10th anni- 
versary banquet in his honor at New- 
ark, 


Write Aecident & Health Bulletins, 
420 E. Fourth St., Cincinnati, for plans 
for increasing sales. 


Col. Robbins Is Showing 
Marked Improvement 


Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, is showing definite improve- 
ment, he being confined to St. Luke’s 
Hospital in Chicago, having had an 
operation for removal of his gall bladder. 
He seems to have passed the crisis stage 
and will now require a number of weeks 
to regain his strength. It is probable 
that he will take a long vacation after 
he leaves the hospital and will not re- 
turn to his desk during the next few 
months. 


Abramson to Birmingham 


W. Arthur Abramson, immediate 
past president of the Mobile (Ala.) As- 
sociation of Life Underwriters, has 
been named district manager of Equita- 
ble Society with headquarters in Bir- 
mingham, succeeding J. G. Holbrook 
and T. B. Gates, who have been called 
to the service. 

Mr. Abramson has been with Equita- 
ble 16 years, being located in Florence, 
Ala., before moving to Mobile a few 
years ago. He is a former state com- 
mander of the American Legion. 


W. W. Chambreau, well known ac- 
countant and actuary with offices in New 
York City, and Mrs. Chambreau, an- 
nounce the marriage of their daughter, 
Suzanne Germaine, to H. S. Dennie, Jr., 
lieutenant air corps, U. S. Army. The 
wedding took place at Tampa, Fla. 

When the community chest organiza- 
tions in the Twin Cities set out to raise 
a record fund of $3,300,000 for 1943, 
they picked life insurance men to do the 
job. In Minneapolis, A. B. Shea, Equi- 
table Society manager, was made co- 
chairman, while in St. Paul, Harold 
Ames, Prudential, headed the campaign, 
with E. A. Roberts, vice-president Min- 
nesota Life, as chest president. 


°K eep Em Working ’ 


Life Insurance Backs 


American Industry. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


OPPOSITE INDEPENDENCE HALL 
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EDITORIAL 


COMMENT 





Duty of the Rate Book Men 


INDECISION is wrecking the careers of 
many life insurance men. They have 
war fever. They are not sure they 
should leave their present jobs to go into 
the army, the navy or some special de- 
fense work. They are not sure they 
should stay in the life insurance business. 
They are often allowing the period of 
indecision to become prolonged and thus 
are being unfair to themselves, their 
families, their policyholders and_ their 
companies. 

The man who has a family to take care 
of, who has no unusual skill to offer the 
armed services or war work and can sell 
life insurance, should throw off his war 
fever and throw himself wholeheartedly 
into the business of protecting the fami- 
lies of United States citizens by selling 
life insurance. There is nothing unpatri- 
otic about that. It is effectively patriotic. 

Most people buying war bonds should 
buy more life insurance too. Their pur- 
chase of life insurance would be princi- 
pally a purchase of war bonds anyhow, 
and they would be doing the patriotic 
service of maintaining themselves and 
their families in position to give the 
greatest civilian service to the govern- 
ment in this time of crisis. The man who 
has ample income to make sure that his 
family does not become an added prob- 
lem for the community in the event of 
his death, and fails to provide the neces- 
sary life insurance, is overlooking two 
obligations, one to his family and one to 
the community. Selling life insurance is 
a doubly essential job in war time be- 
cause it puts the savings of the people 
into position both for equipping the 
armed forces and for maintaining home 
morale. 

It is patriotic for the life insurance 
salesman to budget the time he gives to 
civilian war activities. Most life insur- 
ance men are giving freely of their time 
to some form of outside war effort. Some 
are giving too much. They are destroy- 
ing the foundation of their ability to give 
effective aid to the civilian war enter- 
prises of their own communities by de- 
stroying their own incomes and _ their 


own morale. As in all other problems of 
life, there is a correct balance to be 
found. Each agent should decide what 
he can do best for the war in his own 
community, set aside what for him is a 
reasonable amount of time for the out- 
side job, and then adhere rigidly to the 
time budget adopted. People are notori- 
ously free with the time of the life insur- 
ance man and it is a patriotic duty for a 
life insurance man to prevent the loss of 
his own livelihood. 

War fever and, its consequent indeci- 
sion is unpatriotic when over a pro- 
tracted period it kills a man’s initiative 
and deters him from giving an all-out ef- 
fort to some constructive job. His fam- 
ily, his clients and his company all have 
a right to expect a continuous life in- 
surance selling effort. 

There is no lack of people with money 
to buy. The government is begging 
everyone to help siphon off more than 
$17,000,000,000 of the huge $120,000,- 
000,000 national income into forms of 
saving instead of consumer goods spend- 
ing. The life insurance salesman is a 
first line soldier, and the most productive 
worker in this effort. His steady, every- 
day plugging, though less spectacular 
than the public appearances of the movie 
stars, is a far more potent influence to- 
ward getting money into war bonds. 

The companies should be commended 
for seeking by every legitimate means to 
maintain their life insurance sales in 
every community. Short of compulsory 
action by the government, their aggres- 
sive sales promotion can divert a greater 
steady income flow into war bonds than 
any other commercial sales enterprise. 

It is time for those life insurance men 
who are not subject to the draft, who 
have no unusual skill for direct national 
service, to shake themselves out of war 
fever indecision, take a good look at 
themselves and their jobs, and recognize 
that they are in a place to make a first 
class contribution to the winning of this 
war by just turning in a good day’s work 
every day and some nights at selling life 
insurance. This is a most excellent time 
to recharge our batteries. 


Cutting Down on Federal Releases 


WE commend the move of Elmer Davis, 
director of the Office of War Informa- 
tion, in his earnest effort to reduce the 
output of so-called information agen- 
cies. He finds much “unnecessary infor- 
mation” handed out. As a matter of 
fact, tons of news releases and comment 
are sent out every week by these agen- 


cies. Each one seemingly has a high 
powered publicity man who undoubt- 
edly has quite an office staff. 

In the first of a series of orders cut- 
ting down government publications and 
mailing lists thus reducing costs to tax- 
payers, Mr. Davis made mandatory 
for the duration the elimination of 239 


items and the curtailment of 284. He 
also has set up machinery for further 
reductions. 

Undoubtedly there is need for useful 
and reasonable publicity from the fed- 
eral government. However, in our 
opinion the publicity machine is ad- 
justed to the highest gear. Hundreds 
of thousands of dollars are paid for 
these releases that are sent to newspa- 


pers and publications all over the coun- 
try. The releases are not abridged in 
any form. The more that can be said 
the better. We believe that the prac- 
tice originally started for the benefit of 
the people has been allowed to go hog- 
wild and Mr. Davis’ attempt to elimi- 
nate a lot of it will be met with acclaim 
by those who have to pay the bill. It 
is often useless material. 








PERSONAL SIDE OF THE BUSINESS — 





Robert L. Hesse, general agent Lin- 
coln National Life, Madison, Wis., has 
been appointed chairman of blood donor 
service for the Dane county chapter, 
American Red Cross. 

A check for $100 to the Memphis 
community fund from F. R. Russell, 
general agent there of Aetna Life, rep- 
resents the “Honest John” pot which he 
won at a meeting of Aetna general 
agents at French Lick Springs. Contri- 
butions by various general agents for 
alleged “crimes” committed during the 
meeting brought the total to $88 and 
Mr. Russell “fined” himself another $12 
for being lucky. 


Mrs. Roy Denny of San Diego, Cal., 
wife of the manager of Travelers there, 
is co-author of a patriotic novel, “White 
Stars of Freedom.” The other author is 
Miss Mirim Isasi. 

It is the story of a youthful Basque 
shepherd who becomes an American. 
Miss Isasi, who is a gifted, patriotic nat- 
uralized American, was born Basque. 
The Basque life she portrays brings 
something absolutely new to literature. 
The two authors worked creatively on 
the book from the start—a happy col- 
laboration. In the final chapter Mrs. 
Denny pictures a courage-inspiring nat- 
uralization ceremony as she witnessed it 
in a San Diego courtroom five days after 
Pearl Harbor. 

G. E. Shinkle, general agent of Ohio 
State Life at Huntington, W. Va., batted 
100 percent in handling a salary savings 
sale. He was given a list of 16 employes 
of a company and one who had left its 
employ. None of them was known to 
Mr. Shinkle. He sold every one of the 
17 on the first interview. 

W. B. Bragg, agent of General Amer- 
ican Life at Kennett, Mo., wrote 58 new 
applications the first 19 days of October, 
for a total of $91,000. Prior to the open- 
ing of “President’s Month,’ Mr. Bragg 
pledged himself to turn in at least 50 
applications in October. He is going at 
such a pace that he may more than 
double his quota before the end of the 
month. 

Richard D. Vermillion, son of G. T. 
Vermillion, manager Mutual Life of N. 
Y., Chicago, has been commissioned an 
ensign in the navy air corps. 

Karl D. King, Jr., Travelers group 
supervisor in Chicaco and son of Karl 
D. King, Fred. S. James & Co. partner, 
is in Presbyterian Hospital in Chicago 
with a dislocated shoulder and a broken 
arm. He fell from a ladder. 

Earl W. Lemonds of Sioux Falls, 
S. D., district agent of Equitable Life 
of Iowa and member of the South Da- 
kota Bar Association, entertained on a 
hunting trip John A. Witherspoon of 
Nashville, Tenn., general agent John 


Hancock Mutual and immediate past 
president National Association of Life 
Underwriters, and H. A. Hedges, gen- 
eral agent Equitable Life of Iowa at 
Kansas City and National vice-president. 
In the party were Mr. Lemonds’ father, 
J. M. Lemonds, general agent Equitable 
Life of Iowa at Sioux Falls. 

Lieut. F. D. Brosman of the U. S. 
naval training station at Farragut, Ida., 
is now insurance officer there. He was 
formerly with Indianapolis Life as home 
office assistant agency manager. His 
office also handles applications for the 
servicemen’s dependents allowance act of 
1942, and also for soldiers and sailors 
civil relief act of 1940. 

Bruce Robertson, Connecticut General 
Life, San Antonio, has been accepted as 
a candidate for training as a civilian 
pilot. He plans to become an instructor 
in the primary training school for cadets 
of the army air corps. He is a son 
of J. H. Robertson of Amicable Life in 
San Antonio. 

W. J. Slack, Kansas City manager of 
Metropolitan Life, has been appointed 
a member of the " gasoline and fuel oil 
rationing board there. 


H. J. Shaffer, assistant superintendent 
of agencies of Union Central Life, has 
just completed a tour of southwestern 
agencies. 

President L. M. Cathles of North 
American Reassurance was in Chicago 
this week en route to the Pactfic Coast. 


DEATHS 


Juste Fontaine, Sr., 65, trust examiner 
for Northwestern Mutual Life for 18 
years in Milwaukee, died there. 

C. J. Devine, 72, assistant secretary 
and a director of Pennsylvania Mutual 
Life of Philadelphia, died after an illness 
of several weeks. 


Funeral services for Miss Edith H. 
Sillence, for 20 years librarian of the As- 
sociation of Life Insurance Presidents, 
were held at the Chapel of the Com- 
forter, New York City, Tuesday after- 
noon. Members of the staff attended 
the services. About 10 days ago, Miss 
Sillence entered the Flower Fifth Ave- 
nue Hospital in New York for an op- 
eration. Death occurred Oct. 24. 

She entered the service of the asso- 
ciation in 1913 and had been continu- 
ously in its employ since that date. She 
was appointed assistant librarian in 
1915 and librarian in 1922. 

Dr. Amand Ravold, 83, noted St. Louis 
bacteriologist and the first man to serve 
as chariman of the Medical Section of 
the American Life Convention, died 
Monday in St. Louis. At the organiza- 
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Equitable Officials Honor Parkinson 








Honoring Thomas I. Parkinson’s 15th anniversary as president of Equitable Society, 
the officers of the company tendered him a luncheon in the board room at the home 


office. 








tion meeting of the Medical Section in 
1910, Dr. Ravold, then medical director 
of Missouri State Life, was elected chair- 
man of the section and was reelected 
for 1911. Dr. Ravold had been in the 
practice of medicine and in advanced 
scientific research since his graduation 
from medical college in St. Louis in 
1881. 

William L. Bourland, 54, Chicago at- 
torney who was well known among life 
insurance lawyers, died there. He was 
a member of the firm of Bobbs, Spoerri, 
Bourland & Harris. 

Funeral services were held Tuesday 
afternoon in Chicago for E. V. Mitchell, 
general counsel of the Continental Cas- 
ualty and Continental Assurance, who 
died Friday night at Passavant Hos- 
pital after a short illness. He was presi- 
dent of the Illinois Insurance Federa- 
tion, a director of the Illinois chamber 
of commerce, trustee of George Wil- 
liams College and a director of the Chi- 
cago Y. M. C. A. Mr. Mitchell took a 
large part in legislative work and was 
regarded as one of the leading men in 
his special line. The executive commit- 
tee of the Illinois Insurance Federation 
will meet in due season to elect a man 
to fill the vacancy in the presidency. 


Charles G. Edwards, 58, who left the 
real estate staff of the Mutual Life in 
1936 to become president of Central 
Savings Bank, New York City, died of 
heart disease at New Canan, Conn. He 
was with Mutual Life from 1933 to 
1936, and was one of the leading real 
estate men of New York. He was past 
president of the New York Real Es- 
tate Board and the National Associa- 
tion of Real Estate Board. 

Louis Seethaler, 80, treasurer of the 
Knights Life, Pittsburgh, since 1927 
and a member of the organization com- 
mittee when the company was _ incor- 
porated in 1917, died in that city. He 
was a director of the company during 
the entire period. Mr. Seethaler was 
elected to the executive committee in 
1924. 


Coler Gives Luncheon for Lloyd 


Wendell P. Coler, actuary of Ameri- 
can United Life, brought together a 
group of Indiana life company home 
office men and members of the press at 
a luncheon Tuesday in Indianapolis to 
meet Superintendent Lloyd of Ohio, 
who was in the city to address the 
Indiana Association of Insurance Agents 
at its annual meeting. Mr. Lloyd dis- 
cussed with this group some of the prob- 
lems that at present confront the busi- 
ness. 

Present were President R. E. Swee- 


ney and Actuary W. M. Morris, State 
Life; President E. O. Burget and Sec- 
retary Maurice Hartwell, Peoples Life; 
President E. K. McKinney, Jefferson 
National Life; General Manager Harry 
V. Wade, Standard Life; President H. 
E. Schenck, General Manager M. H. 
Ringer and Agency Director L. A. 
Williams, Hoosier Farm Bureau Life; 
Vice-president E. L. Marshall, Lafay- 
ette Life; Commissioner Viehmann and 
Chief Examiner Nicholson of the Indi- 
ana department; President D. R. Galla- 
hue and Secretary E. F. Gallahue of 
American States; Deputy Attorney-gen- 
eral Northam; Stanley Dickinson, con- 
sultant; A. J. Wohlgemuth, “Rough 
Notes,” and President G. A. Bangs, 
H. M. Woollen, chairman executive 
committee, and Vice-presidents H. R. 
Wilson and R. E, Byers of American 
United. 





Veteran Group of 
Guarantee Mutual Life 
Is Signally Honored 


At a dinner for the entire home office 
staff of the Guarantee Mutual Life of 
Omaha, 17 members of the Quarter 
Century Club consisting of officers, de- 
partment managers and employes, each 
having 25 years or more of service with 
the company, were honored and pre- 
sented 25-year service rings. 

First of the group to be honored was 
J. W. Hughes, president, who joined the 
home office in 1912 as assistant secretary 
and treasurer. The second man called 
up was Charles R. Connolly, assistant 
secretary, the oldest employe in point of 
service, who completes his 33rd year 
Dec. 15. The other veterans honored 
were L. E. Gillespie, treasurer; R. E. 
Langdon, vice-president; A. D. Hunter, 
secretary; J. F. Kinney, assistant secre- 
tary; J. F. Mulligan, assistant secretary; 
J. W. Barth, actuary; Wm. Pearlman, 
medical department; Mrs. Ethel Galvin, 
investment department; G. G. Griffin, 
premium collection department; A. W. 
Peterson, investment department; Earl 
F. Peterson, policy department; H. W. 
Michelsen, indemnity department; G. M. 
Buffington, accounting department; C. 
W. Harden, accounting department; W. 
C. Lindell, policy service department. 





Paul H. Roach, district superintend- 
ent at Cleveland of American United 
Life, has just celebrated his 21st anni- 
versary with the company. His first 
ten years were spent in clerical work 
in the accounting and agency depart- 
ments, after which the lure of the rate 
book led him to enter the Indianapolis 
agency as a personal producer. 




















AN INSPIRING 9 MONTHS’ RECORD 


Three-fourths of 1942 is history. This history for the INDIAN- 

APOLIS LIFE INSURANCE COMPANY shows: 

1. NEW BUSINESS 

22.2% ahead of first three-quarters of 1941. 

2. GAIN OF INSURANCE IN FORCE 58% greater 
than the same period last year. Total gain over 
$5,700,000. 

. AVERAGE PRODUCTION and AVERAGE EARN- 
INGS PER MAN continuing to show an increase. 

4. FIRST AND SECOND YEAR LAPSE RATIO, as well 
as RENEWAL LAPSES, continuing at a very low 
level and now Lowest in the Company's history. 

. A SUBSTANTIAL AMOUNT OF MAN POWER be- 
ing loaned to the nation through the Armed 
Forces, more leadership being given for Bond Sales 
and Civilian Defense. 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Indianapolis, Indiana 


A Quality, Legal Reserve Mutual Company 
With over $126,000,000 in Force 


Attractive agency opportunities in Indiana, _ Illinois, 
Ohio, Michigan, Minnesota, lowa, Texas and California. 
EDWARD B. RAUB A. LEROY PORTTEUS A. H. KAHLER 


President Vice-President 2nd Vice-President 
Supt. of Agencies 
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~ NEWS OF THE COMPANIES 





N. W. Mutual Assets 
Over 1 Billion 


Northwestern Mutual Life 
billion dollar mark in 
the third quarter of 1942, while insur- 
ance in force as of Sept. 30 reached $4,- 
112,519,263. This ” an increase of $67,- 
844,400 since Jan. 1, and a gain of $107,- 
706,340 in the past year. 

New paid-for business the first nine 
months totaled $162,635,714, only .3 of 1 
percent less than in the same period last 
year. An abnormally low percentage of 
insurance is being voluntarily terminated 
by policyholders, in spite of greatly in- 
creased taxes and other burdens that 
war brings. Policyholders’ mortality in 
the present war up to now is moderate. 

Leading general agents are Hobart & 
Oates, Chicago; C. L. McMillen, New 
York City; C. R. Eckert, Detroit; Victor 
M. Stamm, Milwaukee; B. J. Stumm, 
Aurora, IIL, and P. T. Allen, Buffalo. 


Many Agents, Employes in Service 


More than 90 home 
and about 350 agents of Northwestern 
are now in the armed forces. Additional 
hundreds are devoting considerable time 
and effort to home front war efforts. 

With an increase of $85,300,774 since a 
year ago, assets as of Sept. 30 reached a 


Assets of 
went over the 1% 


office employes 


new high of $1,501,628,333. They in- 
cluded bonds $1,037,441,305; mortgage 
loans of $275,230,731; real estate, home 


and land contracts $47,- 
loans $113,637,811, and 


office property 
362,422; policy 
$20,620,367 cash. 

The first nine months, excess of in- 
come, other than repayment of principal, 
over disbursements was more than $62,- 
000,000, President M. J. Cleary reported. 
Increase in bond investments exceeded 
$90,000,000. All but a very modest 
amount of this went to finance govern- 
ment and other urgent war needs. 


Ohio State Life Shows 
Notable Nine-Months Gains 


A gain of $4,803,687 in insurance in 
force, $1,537,644 in assets and $173,241 in 
contingency reserves for the first nine 
months is reported by Ohio State Life. 
As of Sept. 30, insurance in force was 
$114,878,015, admitted assets $25,836,609 
and combined capital, surplus and volun- 
tary contingency funds $2,627,011. 

The increase in insurance in force is 
the largest since the beginning of the de- 
pression. Increases in assets and pol- 
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icyholders’ surplus are both the largest 


in the history of the company for any 
corresponding period. 
New paid-for business for the nine 


months was $1,068,757 more than in the 
same period last year. 


Midland Mutual Moves 
Midland Mutual Life of Columbus, O., 


is moving its offices this week to 
580 East Broad street, the former 
head office of Columbus Mutual 
Life. The Columbus Mutual erected a 
new office building and has already 
moved in there. The engineers of the 


fifth service command are moving from 
Cincinnati to Columbus early in Novem- 
ber and will take the top eight floors of 
the Huntington Bank building where the 
Midland Mutual ,Life has been located. 
Midland Mutual moved into the Hunt- 
ington bank building March 1, 1916, 
when it had less than $20,000,000 of in- 
surance in force and 20 employes. Now 
it has 104 employes and the business in 
force is $133,000,000. 


Becomes 100 Fercent Mutual 


JEFFERSON CITY, MO.—Attor- 
ney-general McKittrick of Missouri 


officially approved as conforming to the 
Missouri insurance laws the proposed 
change in the method of operations of 
St. Louis Mutual Life to a 100 percent 
policyholders’ mutual life company. 

The company was originally chart- 
ered in 1857 as a policyholders’ mutual 
but at a policyholders meeting in 1930 
the company was authorized to surren- 
der its old charter and to reorganize 
under the general insurance laws on a 
combination stock and mutual basis. 

Several weeks ago at special meet- 
ings of the policyholders and_ stock- 
holders it was voted to change back to 
a 100 percent policyholders mutual. 


United Having Good Year 

The United of Chicago is having one 
of its most successful years. Its pre- 
mium income will reach $3,000,000 and 
its surplus will increase 100 percent over 
the amount at the close of last year. 
The industrial department will show 
more than $10,000 weekly debit increase. 


Illinois Standard Incorporated 

The Illinois Standard Life of Chicago 
has filed incorporation papers listing 
capital of $100,000 and net surplus $50,- 
000. People closely associated with the 
sankers Life & Casualty and Marquette 
Life, both of Chicago and operating on 








the assessment om are financing the 
new company. It is understood that the 
two companies eventually will be rein- 
sured in the legal reserve company when 
it has been finally organized and licensed. 


Open New Building Nov. 19 

Columbus Mutual Life will formally 
open its new building at Sixth and Broad 
streets in Columbus Nov. 19. The com- 
pany has completed its removal from its 
old home office building at 580 East 
3road street. 


Ala. Company Buys Radio Station 
Mutual Savings Life of Decatur, Ala., 


has acquired control of radio station 
WMSL in that city. It is the first insur- 
ance company in Alabama to own a 


radio station, 

The Union Central Life paid a 40 cent 
dividend to stockholders as of Oct. 1. 
The last dividend was a 60 cent dividend 
payable Oct. 1, 1938. 


COMPANY MEN 


Royal Highlanders Names 
New Agency Superintendent 


Royal Highlanders Life has appointed 











H. J. Bamford superintendent of agents. 
He has been assis- 

tant director of 

agencies of Mid- 

west Life of Ne- 

braska. Mr. Bam- 

ford started with 

Midwest Life in 

1926 as special 

agent at Hutchin- 

son, Kan. A short 

time later he was 

made general agent 

at W 1.chita, then 

state supervisor in 

Kansas and for the 

past six years has H. J. Bamford 
been assistant 


agency director at the home office. 

Under Mr. Bamford’s direction, Royal 
Highlanders Life is contemplating ex- 
panding to several more midwestern 
states. It now operates in Nebraska, 
Iowa, Colorado and Kansas. 


Cavanaugh and Ruch to 
Mutual Life Home Office 


Herbert A. Cavanaugh and Ralph 
Ruch have been appointed training as- 
sistants at the home office of Mutual 
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Saving Tires! 


Tires on their cars, 
yes; but Guardian 
salesmen are not saving 
personal fatigue. It tires 
them to keep production 


around the 41 level— 





policies smaller; ranks 


thinned, but— 


They do it. 


Nat lfocnaly® 
Insurance Company, 


Home Office Madison, Wisconsin 





a UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Group Life 
Wholesale 
Accident & Health 
Hospitalization 


This comprehensive portfolio offers a 
well-rounded program covering the 
group insurance needs of all types 
of prospects including labor unions. 
For information regarding special 
groups call on your nearest 
USLife general agent. 
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Superintendent of Agencies 
101 Fifth Ave., New York, N.Y. 


























October 30, 1942 


LIFE INSURANCE EDITION 





Ls 

















Life of New York, under Ben Williams, 
training director. 

Mr. Cavanaugh has been supervising 
assistant in the Detroit agency. In 1932 
he entered the insurance business in 
Yale, Mich., joining Mutual Life in 1940. 

Mr. Ruch has been agency organizer 
at Nashville since 1938. He joined Mu- 
tual Life in 1933. Although he operated 
in the rural districts surrounding a town 
of only 1,500 people, he won associate 
membership in the company’s National 
Field Club during his first year in the 
business, covering the territory without 
an automobile. He was subsequently 
district manager in Chattanooga. 





Runyon Agency Assistant 
of Penn Mutual Life 


Frank B. Runyon has been appointed 
agency assistant and assigned to the 





F. B. RUNYON 


agency department of Penn Mutual Life. 
He has been a supervisor in the home 
office agency. Mr. Runyon has had a 
well rounded background. He went into 
life insurance as an agency clerk for 
Guardian Life. For 20 years he worked 
in the eastern field for Equitable Society. 
He was an agency manager in Phila- 
delphia, and personnel secretary in Pitts- 
burgh with the Woods agency, studying 
methods of recruiting, training and su- 
pervising agents. 

Following a statistical course at Car- 
negie Institute he was connected with 


Name Kretschmer Assistant 
in Actuarial Department 





Albert H. Kretschmer, Jr., has been 
appointed assistant actuary of Continen- 
tal American Life. 
He has had 10 
years’ experience in 
the actuarial de- 
partment of the 
Provident Mutual 
at the home office. 
Mr. Kretschmer is 
an associate of the 
Actuarial Society 
and American In- 
stitute of Actuaries. 
President A. : 
Rydgren of Conti- 
nental American in 
announcing the ap- 
pointment to the 
field force stated Mr. Kretschmer’s edu- 
cation, experience and actuarial attain- 
nients fit him admirably to deal with the 
problems of both the home office and 
field. 





A.H. Kretschmer, Jr. 


the Equitable’s home office as director 
of sales research and later as agency 
assistant to the late Frank H. Davis 
when he was agency vice-president. He 
worked as agency manager in Philadel- 
phia and New York and as eastern su- 
perintendent of agencies for Acacia Mu- 
tual. Mr. Runyon is a native of Middle- 
town, N. Y., attended high school there, 
Exeter Academy, and was graduated 
from New York University. 





Ernst Named Supervisor 


Carl A. Ernst has been appointed field 
supervisor of North American Life & 
Casualty of Minneapolis. He is a na- 
tive of St. Paul. He started his insur- 
ance career in 1929, as clerk in the Re- 
liance Life Minneapolis office. He was 
appointed assistant manager in 1939. 
He served on the educational commit- 
tee of the Minneapolis Life Underwrit- 
ers Association, chairman coordinators 
committee and chairman of the reception 
and hospitality committee. He is now 
a member of the executive committee. 
He is prominent in the Twin City Acci- 
dent & Health Club. 


Pulfer with Globe Life 

F. H. Pulfer, who was formerly vice- 
president and director of agents of the 
Fidelity Investment Association of 
Wheeling, has been elected vice-presi- 
dent of Globe Life of Chicago, and will 
develop the business in connection with 
its new assured annuity contract. It is 
an 11-year plan of savings with life in- 








home. 


surance features, acaaiidiaia scien sum 
and optional settlements at maturity. 





Peterson Joins Continental 


Arthur E. Peterson, president of the 
Service Fire of New York since 1939, 
is joining the executive staff of Conti- 
nental Casualty and Continental Assur- 
ance of Chicago, becoming comptroller. 
He will take over many of the responsi- 
bilities and duties of R. M. Clark, vice- 
president and secretary. 


W. L. Baldwin on Coast 


W. Lee Baldwin, president of Security 
Life and Accident of Denver, spent last 
week in California, the first few days in 
Sacramento with District Manager Wil- 
liam McCain and the rest of the week in 
San Francisco. He is furthering a plan 
to enlarge the company’s activities in 
northern California. 





Charles R. Corcoran, field assistant of 
Manhattan Life in charge of the Chicago 
branch office, underwent an emergency 
operation at Wesley Memorial hospital 
there for a ruptured ulcer condition. He 
is convalescing satisfactorily but does 
not expect to return to his office for 
probably a month. 





Settegast Made Assistant 
to President Becker 





B. J. Settegast, prominent attorney of 
Houston, has been appointed assistant 
to President C. E. 
3ecker of Franklin 
Lite. A_ lifelong 
friend of President 
Becker, he has been 
associated with the 


Great American 
Life of San An- 
tonio since its in- 


ception over 12 
years ago. A gradu- 
ate of Cumberland 
University where 
he received his 
LL.B. degree, and 
of the University of n. J 
Texas, he has been aia 
active in Texas legal and insurance cir- 
cles since passing the bar examination 
in 1925. Mr. Settegast began his legal 
career handling the insurance business 
of King, Wood & Morrow, leading 
Houston law firm, and has devoted his 
enérgies largely to insurance and tax 
matters ever since. He assumed his new 
duties the past week, and brought his 





Settegast 


wife and mother to Springfield, IIl., 
where they will make their permanent 
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_ SALES MEETS _ 


Equitable Leaders 
in Indiana Meet 


The annual duck hunt of the Equi- 
table Society’s Indiana agency was held 
as usual at the Maxinkuckee Lake cot- 
tage of Agency Manager Homer L. 
Rogers. But the usual hunting, fishing, 
and golf gave way to a serious confer- 
ence on getting business under present 
conditions, 

The meeting was preceded by a four- 
week campaign for new business under 
the direction of District Manager W. E. 
Reamer of Lafayette. Fifty-seven agents 
produced 444 applications for a total of 
$1,266,610. The top 25, on a point basis, 
were invited to the conference. 


Leaders in Production Talk 


C. D. LeFavour of South Bend, who 
wrote 77 applications for $225,990 in 
the four weeks, joined with W. B. Farr 
of Elkhart, whose record was 70% appli- 
cations for $215,000, in a discussion of 
the possibilities of intensified solicitation 
in one firm or building. 

Marion Jones of Culver, whose record 
of 25 applications gave weight to his 
opinions, discussed the problems and 
opportunities of the rural agents today. 
A general discussion of the effects of 
gas rationing and war industry on the 
life insurance business was of interest 
to all. 

A highlight of the meeting was the 
presence of Agency Manager H. L. 
Rogers for a few hours each day. He 
has been inactive for the past three 
months through illness. 











Metropolitan Conference in K. C. 


A conference of Metropolitan Life 
managers from Iowa, Kansas, Nebraska, 
Oklahoma and western Missouri is being 
held all this week in Kansas City. Sub- 
jects considered include selling, recruit- 
ing, conservation of business, taxation 
and agency management. R. C. Brown, 
supervisor of Metropolitan’s field train- 
ing division, is managing the conference. 





Penn Mutual Utah-Idaho Rally 


Penn Mutual agents from Utah and 
Idaho held a well attended sales con- 
ference in Salt Lake City. Second Vice- 
president Charles V. Cornell talked on 
“Underwriting Principles and  Prac- 
tices.” General Agent F. E. Herb, who 
attended the company’s western zone 
general agents meeting in San Fran- 
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cisco, gave some of the highlights of the 
sessions there. 





Zone Conference in Columbus 


General agents of Massachusetts Mu- 
tual Life from Pennsylvania, West Vir- 
ginia, Kentucky, Ohio and Michigan, at- 
tended a zone conference in Columbus, 
O. Arrangements were made by Fritz 
Lichtenberg, general agent there. Vice- 
president J. C. Behan and Chester O. 
Fischer were on the program. 


State Farm Has Agency School 

Steele MacKenzie, supervisor of agen- 
cies of Dominion Life of Canada, and 
Howard Nyhart, Connecticut General, 
president of the Indiana Life Underwrit- 
ers Association, spoke at an agency 
school of State Farm Life in Indianap- 
olis. 


AGENCY CHANGES 


Travelers Appointments 

Two men have been appointed field 
assistants of the Travelers and a third 
field assistant in those departments has 
been given a leave of absence. Elwyn 
G. Hughes, Dobbs Ferry, N. Y., has 
been named field assistant of the 55 John 
Street, New York City, branch office 
and Ernest W. Gray, Jr., Kansas City, 
Mo., of the Kansas City branch office. 

James H. Daniels of the Buffalo 
branch office, has been granted a leave 
of absence until Dec. 15. 














Blaul Heads Training School 


Richard F. Blaul, for the past three 
years associated with the P. E. Ansel 
agency in Baltimore of Monarch Life 
and for two years agency supervisor 
there, has been promoted to take charge 
of Monarch’s eastern training school in 
Peekskill, N. Y. 

In that post he succeeds William 
R. Hill, who has been promoted to 
general agent in Richmond Va. Thomas 
Pruitt will assist Mr. Ansel in the Balti- 
more agency, replacing Mr. Blaul. 


Newell Dallas General Agent 


Great Northern Life appointed G. F. 
Newell as general agent for north cen- 
tral Texas with headquarters in Dallas. 
He is a veteran life insurance man with 
12 years experience in Texas and Okla- 
homa. 


Spillman With Western Life 


Verne Spillman, for the past 10 years 
a successful life agent at Olympia and 
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Ahead 


New and liberal agent’s contracts are available 
in Virginia, West Virginia, Maryland, the Caro- 
linas and Tennessee where industrial expansion 
has brought multitudes of highly paid technical 
workers to the Atlantic Life agent’s very door, 
and where farm income has increased many- 


fold. 


Sailing : 


ATLANTIC LIFE INSURANCE COMPANY 


RICHMOND, VIRGINIA 





The oldest Southern Company writing 
ordinary business exclusively. 





Tacoma, has been appointed general 
agent of the Western Life of Helena, 
Mont., at Tacoma, Wash. He and James 
Burbridge, also a general agent in the 
same territory, will office together. Mr. 
Spillman was formerly a_ bull-of-the- 
woods man and he is familiar with the 
logging industry. Much of his business 
has come with his acquaintance with 
men engaged in that line. 





Moore to Oak Park 

W. E. D. Moore, formerly life super- 
visor for Illinois, has been named Oak 
Park, Ill., manager for the State Farm 
companies of Bloomington. Prior to go- 
ing with State Farm Life, Mr. Moore 
was with Metropolitan Life in Chicago 
for over six years. 


Kenimer to General American 


Barnett Kenimer, with 21 years’ ex- 
perience in life insurance, has been 
named general agent of General Ameri- 
can Life in Nashville, Tenn. After writ- 
ing life insurance in the east for a few 
years he returned to Nashville in 1931. 
He has spent 14 years in managerial 
posts, most recently as Nashville mana- 
ger of Fidelity Mutual Life, and also 
has a fine record as a personal producer. 





Plummer Now an Agent 


V. C. Plummer, Rockford, IIl., has 
resigned as district agent of Northwest- 
ern Mutual and will hereafter operate 
for the company as an agent. He has 
been with the company 23 years and 


has been district agent 16 years. His 
agency for several years has __ been 
among the 10 leaders in production. 





Tom Divine, manager of the home of- 
fice agency of Volunteer State Life, has 
resigned to become Washington (D. C.) 
representative of the Holston Ordnance 
Works of Chattanooga. 





CHICAGO 








WRITE $665,018 IN CONTEST 


A total of $665,948 written and exam- 
ined life business in 156 applications was 
the record of the Chicago branch office 
of Continental Assurance, in a “50-50” 
contest which ran from Aug. 31 to Oct. 
19. The campaign wound up at a dinner 
at which George Robson, vice-president 
in charge of the life department, was the 
host and which was attended by offi- 
cials from the home office. These in- 
cluded W. E. White, vice-president and 
director of agencies; M. B. Simms, 
agency assistant, and Robert Campbell, 
life underwriter, and also Dr. William D. 
Jack, examiner. There was a cocktail 
hour and then the agents were treated to 
an evening at the Ice Follies. 

War bonds were set up as prizes in 
the contest. A $50 dollar bond for larg- 
est volume was won by Chris M. Varde; 
a $25 bond for second largest volume by 
Ray Weidenaar, and a $25 bond for most 
number of applications by Miss Fay T. 
Gliatto, with 12. The dinner was held 
upon Mr. Robson’s birthday. Qualifica- 
tion to attend the “Victory Party” was 
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$15,000 of volume, and $25,000 also quali- 
fied wives to attend. 

It was found by Vice-President Rob- 
son in the campaign that a 1arge volume 
of business still is coming from the old 
customers or the same types of prospects 
whom life agents sold in the past. The 
agents also gradually are learning how 
to contact executives and junior execu- 
tives of war production plants, he said. 
The principal difficulty today seems to 
be to secure the right approach. When 
this is done the sale is made much as in 
past years. 

BROWN GROUP SUPERVISORS HEAD 

Lowell F. Brown, Travelers, has 
been named chairman of the Group 
Supervisors Division of the Chicago 
Association of Life Underwriters and 
will assume his post at a meeting Nov. 
30. At the Chicago association’s lunch- 
eon meeting Friday, which will be. ad- 
dressed by Grant Taggart, Cowley, 
Wyo., president National Association of 
Life Underwriters, heads of divisions 
will be at the speakers’ table with Presi- 
dent J. H. Brennan presiding. 


ASSOCIATIONS 


Julian Myrick Discusses 
Value of C. L. U. to Agent 


NEWARK—Atfter reviewing the edu- 
cational values of the C.L.U. move- 
ment, Julian S. Myrick, chairman of the 
American College and second vice-presi- 
dent of Mutual Life, in his talk on 
“What the C.L.U. Means to the Life 
Underwriters” before the Life Under- 
writers Association of Northern New 
Jersey, said “life underwriters of this 
country must be prepared for the chang- 
ing conditions which are taking place 
almost daily. We seem to be following 
the Canadian idea with fewer men in 
the field but larger production.” 

He advised studying pension plans 
and salary savings as coming features 
of the life insurance field. 

Philip J. Torsney, manager Metropoli- 
tan Life, Bloomfield, N. J., has been 
elected first vice-president of the asso- 
ciation, succeeding John W. Wood, who 
has been called to service. 


Welcome Zimmerman and Bride 


BOSTON—The Boston Life Under- 
writers Association gave a warm wel- 
come to Lieut. Comm. Charles J. Zim- 
merman and his bride at the October 
meeting, where the former Chicago gen- 
eral agent talked on war bond salesman- 
ship, with which he is connected as co- 











ordinator in the New England field for 
the navy. 

C. L. U. diplomas were presented to 
Mrs. Edith Manning Logan, John Han- 
cock; Homer C. Chaney, New England 
Mutual; Charles W. Dick, Prudential; 
William C. Gentry, New England Mu- 
tual; William T. Hanlon; Howard V. 
Quinn, Joseph L. Speyer and Ralph E. 
Ardiff, Metropolitan Life. Lieut. Mitch- 
ell M. Russell, U.S.N., was presented an 
agency management certificate. 


Agents Aid Oil Registration 

LINCOLN, NEB.—A committee of 
insurance men in all lines, with Merle 
Loder, president of the Lincoln Life Un- 
derwriters Association, as chairman, vol- 
unteered for service in connection with 
registration for fuel oil. Fifty men put 
in a full six-day week on this public 
service. 


Kansas City—The war has brought the 
institution of life insurance more offi- 
cial recognition than it has ever before 
enjoyed, Grant Taggart, Cowley, Wyo., 
president National association declared. 
In seven out of eight tax issues at stake, 
life insurance has been successful. With 
national income soaring and stores clos- 
ing for want of goods to sell, people 
can’t spend their money for consumer 
goods, so insurance is the place for that 
money, Mr. Taggart declared. 

“Dispel that attitude of defeatism. Or- 
ganize those three essentials of success 
—objective, equipment, plan. Choose a 
single worthwhile goal. Study and work 
to get the equipment to do the job. Plan 
each step to your goal. These things 
done, success will be yours. As long 
as people live and work, opportunity 
exists.” 

Oklahoma City— Kenneth L. Aldrich, 
chairman of the “Keep Well” movement 
in Oklahoma City, will address a large 
group of business men and women at 
the Friday forum luncheon of the cham- 
ber of commerce. 

Cleveland—A “Keep Well Crusade” 
committee has been named, headed by 
Carl H. Brubaker, general agent Manu- 
facturers Life. 

Paul F. Clark, executive vice-president 
of John Hancock Mutual Life, addressed 
the October meeting on “What It Takes 
for the Duration.” Over 400 were in at- 
tendance, including many guests from 
out of town. He was honored by a break- 
fast given by the directors. 





Waterloo, Ia. J. Evans, assistant 
director of agencies Northwestern 
Mutual Life, addressed the October 


meeting on “Wrestling With 1942.” He 
reported his company’s agents in the 
period April-October this year did ap- 
proximately the same amount of busi- 
ness as in the same period last year. A 
study showed key man insurance is be- 
ing sold increasingly in war production 
industries and more insurance is being 
sold to women. Another study showed 
on 40 percent of farm loans made over 
a certain period the borrower had no 
life insurance. Mr. Evans said that 


agents who feel the situation is hopeless 
because the war is taking so many men 
away should remember a few years ago 
there were 8,000,000 to 12,000,000 unem- 
ployed in this country who could not 
buy life insurance. President White of 
the Cedar Rapids, Ia., association ex- 
tended an invitation to Waterloo agents 
to attend a dinner meeting in Cedar 
Rapids Dec. 18, at which Grant Taggart, 
president National association, will 
speak. 

Wichita—F. F. Frisbie, Wichita. man- 
ager of Prudential and member of the 
fire prevention committee of the cham- 
ber of commerce there, told of the Wich- 
ita Fire Prevention Week program. 


Topeka, Kan.—The sound film, “Mod- 
ern Life Insurance Selling” from the 
Dartnell Corporation, was shown. 

St. Paul—Walter N. Hiller, Penn Mu- 
tual, past president Chicago association, 
will speak Nov. 6. The meeting is being 
sponsored by the St. Paul C.L.U. chap- 
ter and degrees will be conferred on 
three new members. 

Milwaukee—Grant Taggart, California- 
Western States Life, Cowley, Wyo., 
N.A.L.U president, spoke on “Gearing 
Our Business to Victory.” The Milwau- 
kee association invited nearby local 
groups and members of the Wisconsin 
state association generally. Members 
were permitted to bring non-member 
underwriters as guests. 

Pueblo, Colo.—Victor Burton of Den- 
ver spoke at a breakfast session. 








Baltimore—At the first autumn meet- 
ing Judd C. Benson, manager of the 
home office agency of Union Central 


Life, Cincinnati, discussed “Agency 
Morale.” H. H. Statler, the new presi- 
dent, was in the chair. 

Birmingham, Ala,— The Birmingham 
association at its meeting Oct. 23 had as 
guests newly elected members of the 
legislature from the county and the con- 
gressman from this district. Congress- 
man John Newsome said the life insur- 
ance agent taught people how to save 
before the war bond campaign was ever 
conceived. 

Ames, Ia.—E. J. Kelley, Ames attorney, 
discussed the legal aspects of life insur- 
ance and its application to current prob- 
lems. 

Lansing, Mich.—C. E. Baker, Canada 
Life, past president, has been selected as 
chairman of the war bond campaign. 

Dayton, 0.—Grant Taggart, president 
of the National Association of Life Un- 
derwriters, and agent for California- 
Western States Life, at Cowley, Wyo., 
was the principal speaker at a “dinner 
of the presidents.” Special guests were 
Judd C. Benson, home office general 
agent of Union Central Life, and presi- 
dent Ohio association; Ralph W. Hoyer, 
John Hancock Mutual, Columbus, trus- 
tee National association, and the past 
presidents of the Dayton association. 


Toledo, O0.—Grant Taggart, president 
of the National association, discussed 
results of his. nation-wide study of the 
effects of gas rationing, and also re- 
sults of the life underwriters’ effort in 
connection with the sale of war bonds. 
Caleb L. York, Equitable Society, and 
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RAINBOWS 
END 


There is always gold at either end 
of the rainbow for the man who is 
protected under our Double Duty 
Dollar Plan—for himself if he lives 
or for his family if he dies. But 
through failure to stay under the 
plan, then there is gold at neither 
end. Here is a case of the latter 
kind, reported by “Bob” Shay, 
Bankerslife Agency Manager for St. 
Paul and Minneapolis: 


The Story of The Man 
Who Lived Too Long 


‘Several days ago a woman, pos- 
sibly in her early fifties, approached 
the counter and presented her hus- 
band's policy to the cashier with the 
information that he had passed 
away and she had come to make a 
claim for the proceeds due her under 
the policy. Without checking the 
files, she was asked whether the 
policy was in force and she replied 
‘Certainly, it was written through 
my brother-in-law, who is your 
agent in another state.” 


“However, a check of our files dis- 
closed the fact that the policy had 
lapsed in 1934 and was placed on the 
extended insurance basis furnishing 
protection for $1,705 to October 15, 
1941. Upon examining the policy we 
also found the Company's registered 
letter giving the insured this inform- 
ation tucked away underneath the 
copy of the application. 

“Need we describe this widow's 
look of dismay when she discovered 
the policy had no value? She insist- 
ed that we write to the Company to 
inquire whether they couldn't give 
her just a few hundred dollars so 
that she would not have to go in 
debt for the funeral bill. We explain- 
ed the situation, but to appease her 
we wrote to the Home Office and are 
just in receipt of a copy of a letter 
which they wrote her verifying the 
information which we gave her. So 
ends the story of the man who lived 
too long. 

The dangers of lapsing are great. 


The dangers of living too long, hav- 
ing lapsed, are even greater.” 


Here is one Rainbow's End that 
was never reached. 
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Harry N. Wieting, Jr., Prudential, co- 
chairmen in the war bond payroll allot- 
ment drive, assisted Mr. Taggart in pres- 
entation of Toledo results. 

Central Massachusetts—James E. Ruth- 
erford, executive vice-president of the 
National association, spoke at a meeting 
in Worcester on “Life Insurance at War.” 
George P. Smith, president of the state 
association, attended. 

William H. Nolet, Metropolitan Life, 
has been appointed chairman of the 
“Keep Well Crusade.” 


_ MANAGERS 


San Antonio Managers Take 
Up Recruiting Problems 


The San Antonio Life Managers Club 
held a round table discussion of the 
problems of recruiting and production 
under present conditions. While some 
of the managers believe a certain amount 
of recruiting may be done, they were 
agreed that men must be selected with 
extreme care, both as to previous types 
of employment and ability to finance 
themselves until their production can 
bring them a reasonable income. 

Ronald Vincent, Travelers, expressed 
the opinion that selection of bankers or 
other men who are accustomed to re- 
ceiving a large income is a mistake, 
because the first year or two in the 
life insurance work these men are un- 
able to earn an income which equals 
that of their former occupation. The 
consequence is that they sour on life 
insurance selling. He considers men 
who are accustomed to work and who 
have not known a large income much 
more promising prospects for agents. 

B. A. Wiedermann, Union Central 
Lifes and O. D. Douglas, Lincoln Na- 
tional Life, offered experiences in work- 
ing with older men as evidence that the 
manager is wise who centers his efforts 
on improving the men already in the 
agency rather than spending much time 
seeking new recruits. 











Andrews, Conway in K. C. 


W. H. Andrews, Jr., secretary of the 
National Association of Life Under- 
writers and general chairman of its war 
bond committee, was a guest at a dinner 


NOW AVAILABLE 
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DIGEST of IMPORTANT 
CHANGES in FEDERAL 
TAXES 


BASED ON 1942 REVENUE ACT 


Many changes in new Federal tax law 
will affect business of life insurance. The 
public is more and more tax conscious as 
taxes cut deeper and reach further than 
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meeting of the Kansas City Life Insur- 
ance General Agents & Managers Asso- 
ciation Monday evening. Also present 
was Paul Conway, John Hancock Mu- 
tual, Syracuse, N. The group had 
a round table discussion of recruiting 
and other major problems. 


Okla. Group Gets N.A.L.U. Citation 


The Oklahoma City General Agents 
& Managers Club received a certificate 
of commendation from the general 
agents and managers section of the Na- 
tional Association of Life Underwriters 
for its outstanding work the past year. 
The group was specially commended for 
its cooperation with the activities of the 
National association and C.L.U. and for 
the type of meetings it had conducted. 








Cincinnati Cashiers’ Activities 

At the first fall meeting of the Cincin- 
nati Life Insurance Cashiers & Secre- 
taries Association Oct. 20 Miss Mary 
Beatty, president, announced plans for 
the coming year. Miss Alice E. Good, 
State Mutual Life, former president, has 
received the C.L.U. certificate, the first 
cashier to qualify. Miss Dorothy Selby, 
past president, who joined the WAACS, 
has received her commission as second 
lieutenant, and is stationed at Ft. Des 
Moines. 





Utah Managers Hear Sill 


S. W. Sill, inspector of agencies of 
New York Life, discussed “Recruiting— 
Presenting the Job,” at the October din- 
ner meeting of the Utah Life Managers’ 
Association in Salt Lake City. “To 
choose a life work, in which one is going 
to spend the rest of his life, is a very 
important step,” he said. “He is going 
to trust his success, more or less, in your 
hands, as you must help him get started. 
Naturally, it makes a ‘whale’ of a differ- 
ence to him whether or not you are 
successful, A trite saying is: ‘Success 
breeds success,’ but your success goes 
farther than that. It attracts good pros- 
pective agents to you. As you are ‘sizing 
up’ the prospect, he is, at the same time, 


,” 


in all probability, also ‘sizing you up’. 





Rogers Hawaii President 


At the annual meeting of the Life 
Managers Association of Hawaii, D. A. 
Rogers, Canada Life, was elected presi- 
dent. 





Cashiers Elect in Cleveland 


The Cleveland Life Agency Cashiers 
Association has elected William A. Fitz- 
gerald, Mutual Life, president; Miss An- 
geline D. Santello, Union Mutual Life, 
vice-president, and Miss Tessa Morrison, 
Prudential, secrétary-treasurer. 





Supervisors Resume Meetings 


The supervisors group of the Cleve- 
land Life Underwriters has resumed its 
meetings. New officers who presided at 
the October meeting are Harry H. Kail, 
Connecticut Mutual, president; D. Miley 


Phipps, New England Mutual, vice- 
president; Ben Patch, Jr., Prudential, 
secretary, and Walter A. Cleaveland, 


Bankers Life of Iowa, treasurer. 





The Toledo Life Insurance Cashiers 
Association held its first fall meeting 
Oct. 14, it being in charge of Mrs. Floy 
Platt, the head of the order. Each mem- 
ber is expected to invite her manager 
or general agent at the next meeting. 
Laura Ingalsbe of the Prudential is pub- 
licity chairman. 





Zone 4 Meets in Des Moines 


DES MOIN ES—Commissioners 
from Zone 4, which includes Minnesota, 
Towa, Illinois, Wisconsin, Indiana and 
Michigan, will meet in Des Moines Nov. 
6 to discuss matters expected to come 
up’ at the meeting in New York in De- 
cember. Commissioner Johnson of 
Minnesota is chairman. In _ addition 
commissioners of Missouri, Kansas, Ne- 
braska and South and North Dakota are 
expected to attend. 


ACCIDENT 





A. & H. Sales Real 
Contribution Toward 
Winning the War 


SAN FRANCISCO—By selling more 
accident and health insurance to indivi- 
duals, by working 14 to 16 hours a day 
instead of the average of six or eight 
hours, agents and brokers will be mak- 
ing a real contribution toward winning 
the war and maintaining democracy, 
Walter G. Gastil, Los Angeles manager 
of Connecticut General Life, told the 
sales congress sponsored by the San 
Francisco Accident & Health Insurance 
Managers Club, in speaking on “How to 
Sell Accident and Health Insurance,” 
He gave several definite selling plans, 
designed to make the prospect picture 
himself in need of the indemnity. He 
emphasized the “first thoughts of a man, 
just injured, as he waits the doctor’s 
decision” and suddenly realizes that he 
cannot carry on his work. These 
thoughts are based on the expense of 
medical and hospital care, he said. 

Before giving a sample interview, in 
which he carries his client through all 
the steps of an accident or sudden ill- 
ness, Mr. Gastil sought to answer a 
question asked by many men in the in- 
surance business: “Am I in an impor- 
tant business during the war?” 


Stimulates Self Reliance 


From this point he told why agents, 
particularly those selling accident and 
health and life insurance, are actually 
contributing to the ultimate success of 
the war. Aggressive selling, he said, 
stimulates the virtues of self-reliance 
and _ self-dependence — something that 
must be restored in the United States. 
The greater the trend toward looking to 
the government for individual aid in 
times of sickness and accidents and other 
distress, the less will democracy pre- 
vail. The more the insurance agent re- 
arouses the spirit of individual inde- 
pendence from government aid, the 
stronger the American nation will be- 
come. 

“A nation of dependents” will mean 
complete socialization and virtual dicta- 
torship, with the citizens entirely con- 
trolled by government, while the more 
individuals there are who provide for 
themselves, the less is their dependence 
upon government. Furthermore, he 
pointed out, a nation of dependents 
means forfeiture of a government by the 
people, for those dependent upon gov- 
ernment cannot voice their opinions or 
desires as to what they want or demand 
of elected government. 


Three Other Men Speak 


Marshall Goodmanson, manager of 
Provident Life & Accident, told what 
accident and health insurance is; John 
H. Casenave, Hartford Accident, “Why 
You Should Sell Accident and Health 
Insurance,” and C. C. Washburn, man- 
ager of Preferred Accident, “Who Are 
Your Accident and Health Prospects?” 





Accident & Health Week 
Observance Is Suspended 


There will be no official observance of 
Accident & Health Insurance Week in 
1943 and subsequent years during the 
war, according to a decision reached by 
the general committee in charge of the 
week. 

Some Desired Continuance 


While there were some members of 
the committee who desired to continue 
the. observance on a modified basis, the 
majority of the committee felt that a 
suspension of this activity during the 
war would be preferable. 

The general committee will be contin- 
ued to resume its work after the war and 
to consider publicity and promotional 


aspects of the accident and health busi- 
ness in the interim. 


Bureau Extends Area of 
Service Men’s Policy 


The Bureau of Personal Accident & 
Health Underwriters has ruled that its 
policy on men in service covers in Ha- 
waii and in continental Canada, as well 
as in the 48 states and the District of 
Columbia. Those carrying this cover- 
age, if they leave these territories, may 
surrender it for pro rata cancellation. 

The bureau has rule also that men 
in state guards or similar armed mili- 
tary services are eligible for the policy 
applicable to men in_ service, rather 
than for a regular civilian policy. 

The policy for men in service ex- 
cludes other than land hazards and the 
hazards of enemy invasion or bombard- 
ment and aviation (except on the 
ground). 

Experience on the business so far is 
reported to be good. 








Harrington Raps Pepper Bill 


BOSTON—The Boston Life & Acci- 
dent Claim Association heard Commis- 
sioner Harrington of Massachusetts op- 
pose the steps being taken to put the 
government into the social insurance 
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field er the so-called Pepper bill. 
The commissioner declared it is an in- 
vasion of private enterprise and not 
necessary since private insurance is do- 
ing a oe = 
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LLOYD PATTERSON CARTOONS 


An interesting and timely series of 
cartoon messages is being sent out week- 
ly by the Lloyd Patterson agency of the 
Massachusetts Mutual Life, New York 
City. The cartoons, which are originated 
by Mr. Patterson, have a humorous 
touch in connection with situations in- 
volving life insurance men in the armed 
forces. For instance, one cartoon shows 
two soldiers crawling along on their 
stomachs through barbed wire under 
bombardment. The caption is, “What 
makes me sore—I used to be afraid of 
calling on people I didn’t know.” 

The bulletin carries items telling some- 
thing about the facilities or personalities 
of the agency or asks a question, sug- 
gesting that the answer can be found 
by communicating with the agency. The 
cartoons are also appearing in “The 
Bulletin” of the Life Underwriters As- 
sociation of New York City. 





NEW YORK CITY CONGRESS 

With material presented by Manager 
J. M. Holcombe, Jr., and Assistant 
Manager B. N. W oodson of the Life In- 
surance Sales Research Bureau, the 
New York City Life Underwriters As- 
sociation will hold an all-day sales clinic 
Nov. 5 at Hotel Pennsylvania. The sub- 
ject will be “Life Underwriting in a 
World at War.” As a means of empha- 
sizing that meetings will start and finish 
promptly, Lester Einstein, general agent 
Mutual Benefit Life and. association 
president, has announced that the morn- 
ing session will start exactly at 9:59 and 
conclude at 11:59, while the afternoon 
proceedings will get under way at 1:59 
and end at 3:59. No luncheon meeting 
is scheduled. Topics to be covered in- 
clude “An Analysis of the Job of the 
Agent,” “Finding Today’s Buyer,” “Your 
Friend, Mr. Habit,” “Making a Sales 
Talk Talk,” “Why a Man Buys Life In- 
surance—Today,” and “The Set of the 
Sail.” Only members will be admitted. 
The charge is 50 cents. 





Mutual, N. Y., Waives Extra 
Charge on Service Men 


Mutual Life of New York has waived 
on policyholders in military and naval 
service the extra premium originally 
charged because of hazardous civilian 
occupation, The extra charge will not 
be made for the period of service but 
will be reimposed upon return to civilian 
life. J. Roger Hull, vice president and 
manager of agencies, pointed out the ac- 
tion is not required by policy provisions. 








PERTINENT FACTS— 

SUPREME FOREST 
WOODMEN CIRCLE 
Gross Assets ............ $ 35,970,114.50 
Protection in Force....... 104,427,445.00 
Total Membership 131,789 
Organized into 2,624 Groves in 44 states 
Benefits paid in 1941 to members and 
beneficiaries ............ $1,899,047.27 
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Franklin New Head 
of Ohio Congress 


The Ohio Fraternal Congress at its 
annual session in Columbus decided to 
submit a fraternal code to the legislature 
this winter. This will cover the entire 
field of fraternal insurance. The subject 
was discussed in detail by E. W. Dil- 
lon, past president law section, National 
Fraternal Congress, Columbus. : 
Jacobs, Rocky River, O., Aid Associa- 
tion for Lutherans, ‘explained the war 
clause in fraternal contracts, and Mrs. 
Ruby G. Zilliken, Wellsburg, W. Va., 
national president Tau Phi Lambda so- 
ciety, discussed “Fraternal Societies 
Front Line of Defense.” 

Superintendent Lloyd of Ohio spoke 
at the luncheon and T. R. Heaney, Chi- 
cago, N.F.C. past president, addressed 
the banquet at which J. B. Yaw, Colum- 
bus, was toastmaster. 


New Officers Elected 


The new officers are: President, A. 
W. Franklin, secretary, U.C.T., Colum- 
bus; first vice-president, H. V. DeVille, 
Catholic Order of Foresters, Canton; 
second vice-president, R. Kester, 
Maccabees, Toledo; secretary, R. S. 
Cox, Jr., Order United American Me- 
chanics, Millersburg; treasurer, E. C 
Jacobs, Aid Association for Lutherans, 
Rocky River. Executive committee— 
Mayme’ Hippler, Woodmen Circle, 
Cleveland; Nellie M. Murray, Royal 
Neighbors, Toledo; P. E. Frederick, 
Cincinnati; John Balthes, Warren; 
John Sabol, Cleveland; Marie L. Kav- 
lics, Youngstown; Anna _ Veverka, 
Akron. 

It was decided to hold an Ohio “fra- 
ternal bond month,” when members will 
push sale of war bonds. If a shortage 
in transportation facilities makes it in- 
advisable to hold another congress dur- 
ing war, the present officers. will 
continue. OPA will be asked to pro- 
vide sufficient gasoline for executives 
and agents of fraternals. The Ohio leg- 
islature will be asked to change the law 
so a society member may designate any 
person, corporation or association as 
beneficiary, and also to modify insurance 
laws so junior members may be admit- 
ted without taking an examination. 





Welfare Depends on Insurance 
NASHVILLE—“The welfare of the 


American people, perhaps as never be- 
fore, is being entrusted to insurance and 
protective organizations,” Commissioner 
McCormack of Tennessee told the Ten- 
nessee Fraternal Congress at its annual 
meeting here. Mrs. Rose Finley, Chat- 
tanooga, was elected president. 


Mrs. Bridges Heads 


Iowa Congress 


WATERLOO, IA.— Mrs. Florence 
M. Bridges, state supervisor of Royal 
Neighbors, was elected president of the 
Iowa Fraternal Congress at the annual 
convention here succeeding R. W. 
Schultz of this city. Other officers elected 
were Rollin B. Twogood, Des Moines, 
first vice-president; Mrs. Margaret Best, 
Sioux City, second vice-president, and 
George W. Bird, Cedar Rapids, secre- 
tary-treasurer. 

A resolution was adopted pledging 
support to the President in the war ef- 
fort and it also was voted to continue 
regular congress meetings. 


Buy War Bonds 


Responsibility of the 100,000 fraternai 
lodges in this country to purchase war 
bonds and sponsoring patriotic meetings 
was emphasized by N. J. Williams, presi- 
dent Equitable Reserve, Neenah, Wis., 
and president National Fraternal Con- 
gress. He suggested a “bill of duties” 
that he said should be followed to help 
maintain the bill of rights. 

Other speakers included Lieut. Gov. 
B. B. Hickenlooper, Cedar Rapids; A. 
O. Benz, Appleton, Wis., president Aid 
Association for Lutherans, and B. C. 
Marks, A.O.U.W. of N. D., both N.F.C. 
past presidents. 

Lieut. Gov. B. B. Hickenlooper paid 
tribute to the work of and protection af- 
forded by fraternal societies. 


Williams Presents Ideas 


President Williams of the N.F.C. 
urged that state congress meetings not 
be discontinued, as he said they were 
never of more value than now. Frater- 
nals must take on renewed activity. Lo- 
cal lodges must be impressed with the 
fact they can build morale throughout 
the nation and sponsor patriotic meet- 
ings which will stimulate support of the 
government. He also pointed out the 
great fields of usefulness through pro- 
moting purchase of war bonds by local 
lodges and members, teaching loyalty 
and patriotism in junior departments, 
helping to conserve essential materials, 
preserving and extending insurance pro- 
tection of members. 

Mr. Marks stressed opportunities for 
field men and women under present con- 
ditions. He noted the superiority of life 
insurance as an investment, and pointed 
out features in certificates which field 
representatives should explain to pros- 
pective members. 

Mrs. Grace W. McCurdy, head of 
Royal Neighbors, vice-president N.F.C., 
spoke briefly, pointing out there are 
many prospects among employed 
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Lg and also farmers and their fam- 
111eS 

C. E. Byrnes, Catholic Order of For- 
esters, in his talk on “Salesmanship,” 
noted the need for more life insurance 
in adequate amounts, expansion of 
juvenile membership, selling additional 
insurance to members and rendering 
service. 
__A motion was adopted providing that 
if it does not appear feasible to hold a 
meeting next year, the officers and ex- 
ecutive committee shall suspend the 
meeting and continue in office until suc- 
cessors are elected. If the meeting is 
held, as it will be if conditions permit, 
it will be in Des Moines. 

Leo R. Leeper, A.O.U.W,. North Da- 
kota, was toastmaster at the banquet. 


Messrs. Marks and Williams spoke 
briefly. 
Mr. Benz, the principal banquet 


speaker, stressing the united determina- 
tion of American people to protect and 
preserve the American way of life with 
every resource. National life insurance 
is one of the best ways of building in- 
dividual strengths of the citizens, he 
said, and life insurance is one of the 
best ways _ of building individaul 
strengths. There is still much to be 
done in carrying fraternal insurance pro- 
tection to those not yet protected. Mr. 
Benz said that the battle of the home 
front must be won, as well as the mili- 
tary battles. Fraternalism is a pillar of 
democracy, Mr. Benz concluded, and 
“we can go about our tasks feeling that 
we have an important and vital part to 
play in this crisis.” 


Ben Hur Life Reelects Its _—' 
Main Officers 


Ben Hur Life of Crawfordsville, Ind., 
at its national convention reelected 
William E. Rider as president, Perl O. 
Bowers as secretary and Paul Stump 
as treasurer. W. C. Bowen of Balti- 
more, Md., was named past president. 

The executive committee consists of 
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C. F. Wescoat, St. Louis; J. F. Sheen, 
Chicago; Wendell L. Coler, Indianap- 
olis, and A. L. Saulmon, Cape Girar- 
deau, Mo. H. Bruce Meixel, Philadel- 
phia, was appointed to serve as past 


president throughout the convention. 

An Indiana turkey dinner was held 
at which President Rider, an accom- 
plished violinist, gave several solos. 
Formerly he was a member of the In- 
dianapolis symphony orchestra. 

A meeting of field workers was held 
on the day preceding the convention's 
opening, brief talks being given by 
President Rider, Secretary Bowers and 
Treasurer Stump. There was a gen- 
eral discussion of field work headed by 
A. S. Bradshaw. 

Mr. Saulmon, 
ecutive 
years with 


who is new on the ex- 
committee, is a veteran of 33 
Ben Hur. 


Several National Leaders 
on Texas Congress Card 


An interesting program has_ been 
prepared for the annual session of the 
Texas Fraternal Congress to be held 
at the Baker hotel, Dallas, Nov. 9-10. 
At least three past presidents of the 
National Fraternal Congress, will at- 
tend. These are Dora Alexander Tal- 
ley, president Woodmen _ Circle, 
Omaha; Judge T. L. McCullough, Da!- 
las, president Praetorians, and Alex O. 
Benz, president Aid Association for 
Lutherans, Appleton, Wis. T. R. Hea- 
ney, immediate past president N.F.C. 
and high secretary of Catholic Order 


of Foresters, also may attend. Norton 
J. Williams, head Equitable Reserve 
Association, Neenah, Wis., and N.F.C. 


president, will be the main speaker. A 
umber of other prominent fraternalists 
are scheduled to be on the program. 


Present Officers 


The officers of the Texas 
Congress are, president, Mrs. 
Shugart, Garland, Woodmen Circle; 
vice-presidents, Mrs. Leta Ashley, De- 
gree of Honor, Fort Worth; A.S. Mac- 
Gregor, manager Modern Woodmen, 
Dallas, and E. H. Hellbusch, manager 
Aid Association for Lutherans, Hous- 
ton, and John H. Cullom, secretary- 
treasurer for the past 35 years, Dallas. 


Fraternal 
Lena 


Station WOW Sale Hits Snag 
OMAHA—Woodmen of the World 


Life has run into a snag in its sale of 
WOW, its broadcasting station here. 
Mayor Butler asked the federal com- 
munications commission for a_ public 
hearing before passing on the application 
for permission to sell required by fed- 
eral law, and four of the seven commis- 
sioners have promised to give it consid- 
eration. The law does not require public 
hearings, but the commission has power 
to order one if not satisfied with facts 
appearing on the application. 

Guy C. Myers, who owns a third 
interest in the corporation formed to 
take over the property and is its vice- 
president, is a New York broker and 
wealthy public utility promoter who 
seeks to buy the Nebraska Power Com- 
pany, the only major privately owned 
electric property in Nebraska, which 
serves Omaha. The city government and 
business interests oppose this, and do 
not want Myers as one owner of WOW. 
The broadcasting station contract is 
drawn in the form of a lease, the new 
corporation to pay $8,100 a month for 
three years and $5,600 a month for 12 
years, after which it would become own- 
Pe; 


Hunt Gets President’s Cup 


L. E. Hunt, Lubbock, Tex., general 
agent of. General American Life, won 


the President’s Cup for the third quar- 
ter of 1942, with a better percentage of 
gain in paid-for premiums for ordinary, 
accident and health and group insurance 
than any other agency of the company. 


A California license has been issued 
to Independent Order Brith Sholom, a 
fraternal.of Philadelphia. 
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New Federal Tax Bill F naannidbibes a 
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amounts nw for accident or health 
insurance are included. While not of 
much practical benefit, it does recognize 
accident and health insurance. Such 





employes under the trust, plus any 
excess necessary to keep the trust actu- 
arially sound. 

Contributions to stock bonus or profit 
sharing trusts are limited to an amount 
not exceeding 15 percent of the aggre- 
gate compensation of all persons who 
are beneficiaries of the trust. Two or 
more trusts are considered a single trust 
tor the purpose of applying these limita- 
tions. 

One important provision is that deal- 
ing with employers having pension trusts 
or annuity plans in addition to profit 
sharing or stock bonus plans. The total 
amount deductible in a taxable year 
under such trusts and plans is restricted 
to 25 percent of the compensation other- 
wise paid or accrued during the taxable 
year to the empfoye-beneficiary. If an 
amount is paid in any one year in excess 
of the 25 percent limitation, such excess 
amounts may be deducted in succeeding 
taxable years, provided that the total of 
deductions in any one succeeding year 
shall not exceed 30 percent of the com- 
pensation paid during that year to the 
trust beneficiary. 


Victory Tax Exemption 


Although the life insurance people lost 
the specific exemption under the federal 
estate tax, the work done in Washington 
by life insurance leaders who very ably 
presented the case for their business is 
reflected in the credit for life premiums 
in the 5 percent victory tax. The tax- 
payer can deduct ——— on life insur- 
ance in force Sept. 1, 1942, upon his own 
life, the life of his wife or dependents. 
Renewals or conversions can be de- 
ducted up to the amount of life insur- 
ance in force on Sept. 1, 1942. The 
credit is limited, for a single person, to 
25 percent of the victory tax, or $500, 
whichever is the lesser, and 40 percent 
of the tax, or $1,000, whichever is the 
lesser, for the head of a family. There 
is an additional 2 percent, not exceeding 
$100, for each dependent. 

Status of Agents’ Commissions 

While agents must pay the victory tax 
on their commissions, their home offices 
do not have to take the responsibility of 
deducting the tax and paying it to the 
government as in the case of salaried 
employes. However, if half or more of 
the money paid by a company to an 
agent is salary, then the company must 
deduct and pay his tax. The agent thus 
continues as an “independent  con- 
tractor.” 

The victory tax credit can be 
the year following the year 
which the tax is paid. 

Accrual of future commissions and 
fees, as typified in the Enright case, in 
the year of the taxpayer’s death and 
the consequent unfairly high income tax 
bracket for that year is taken care of 
by a provision to the effect that income 
due the decedent at date of death and 
which later comes in is to be taxable to 
the estate, heirs, or whoever else is 
entitled to receive the income. 


taken in 
during 


Borrowing to Pay Premium 


insurance for tax pur- 
poses will be affected in a variety of 
ways by the new law. The once popular 
plan of selling single premium insur- 
ance on the basis of the income tax de- 
ductibility of interest on money _ bor- 
rowed to buy the policy has been 
knocked in the head. Nearly all life in- 
surance men were glad to see this hap- 
pen, as they felt the practice was un- 
sound. 

An extremely unfortunate provision is 
the one making insurance subject to 
estate tax in excess of the exemption 
unless the insured has no incident of 
ownership and also has not paid the 
premiums. It is expected that there will 
be a wave of legalized twisting, as many 
policyholders realize that the only way 
to keep their insurance free of tax will 
be to drop what they have and take new 


Sales of life 


expenses have to exceed 5 percent of the 
aggregate net income before they are 
deductible. 

A stamp tax is imposed on policies of 
foreign insurers if not signed or counter- 
signed by an officer or agent of the 
insurer in a state, territory or district 
of the United States where the insurer 
is authorized to do business. This is 
4 percent on policies other than life, 
casualty and surety; 1 percent on life, 
sickness and accident policies and an- 
nuity contracts, and 1 percent on rein- 
surance. 


policies with the beneficiary owning it 
outright and paying all the premiums. 
This provision makes insurance the 
only type of property which a man can 
give away and which nevertheless re- 
mains a tangible item in his estate. One 
reason it is unfair is that it will enable 
the wealthy insured whose wife has 
money in her own right or who is able 
to set up trust funds out of which the 
wife can pay the premiums to enjoy an 
advantage not available to the policy- 
holder in a less wealthy class. 
Powers of Appointment 


Agency Building Awards Are 
Given by Home Life, N. Y. 


Winners of agency building awards 
for the third quarter were announced 


significant change in the new 
tax law is that covering powers of 
appointment under the gift tax law. 
Under the present law no tax liability 
accrues if the power is not exercised. 


Another 


Under the new act, the tax applies by Home Life of New. York. General 
whether or not the power is used. The agents earning recognition were Leo 
new law identifies limited powers, how- Minuskin, Paterson, N. J.; Warren 
ever, and these still can be used without Preble and C. L. Booher, co-general 
tax liability if limited to the right per- agents, Boston; O. M. Barry, Jackson, 
sons. le a _ Miss., and Lester Horton, Newark. 
The change is significant because it Mr, Minuskin’s agency won the qual- 


applies to so many instruments already 
in effect. Consequently these instru- 
ments now will need to be reviewed. 
Powers of appointment exercised before 
Jan. 1, 1943, will not be taxed under the 
gift law, but will be if used thereafter. 

A change in the. tax bill permits 
assignor to have a reversionary interest 
without its being an “incident of owner- 
ship” for the purposes of taxation. This 
is a distinct change. 

The gift tax exclusion of $40,000 is 
reduced to $30,000, effective in 1943 and 
thereafter, with the yearly amount $3,000 
instead of $4,000. Also, gifts in trust 


ity business plaque by reporting for the 
second successive quarter the highest 
quality efficiency ratio which recognizes 
lowest lapse rates of first and second year 
business. Messrs. Preble and Booher -for 
the third time this year won the new 
organization award for scoring the larg- 
est volume of paid business from first 
year men. The quality organization 
award went to Mr. Barry for the second 
successive year for the largest group of 
agents paying for $150,000 or more per 
year. 

Progress of the Newark agency was 
recognized for its record of consistent 


row can be employed to use up the producers, it being the largest group 
exclusion. This was not permissible paying for $5,000 or more per man per 
before. month during the quarter. This was the 

Under the section permitting deduc- second such award earned by Mr. Hor- 


tion for medical, dental, etc., expenses ton this year. 
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ales Ideas and Suggestions 





Six Successful Producers 
Present Ideas in Peoria 


PEORIA, ILL.—Stimulating sales 
ideas were presented by six successful 
producers at the annual sales congress 
of the Peoria Association of Life Under- 
writers. Programming gives an agent a 
reputation for doing a good job, Morris 
Landwirth, Massachusetts Mutual, 
Peoria, declared. No matter how small 
an amount is programmed, it will do a 
much better job than a lump sum, he 
said. 

To sell life insurance to farmers, one 
must have a genuine fondness for rural 
people, Roy E. Davis, Aetna Life, 
Peoria, stated. Farmers can’t be rushed 
into buying as they are accustomed to 
slow processes of nature in growing 
crops and raising hogs and cattle. End- 
less chain methods should be used so 
that each farmer is a booster and will 
take the time to stop and tell his neigh- 
bor about his insurance. “Always ask 
a farmer for his advice on why he thinks 
he should buy insurance and what type 
of policy best fits his need,’ Mr. Davis 
advised. “Let him do the talking and he 
will show up the weak spots where you 
can pierce through.” 


Don’t Wait for Rainy Day 


Agents should not wait for a rainy 
day to call on a farmer because he will 
be out of humor. ‘Catch him when he 
is busiest. You'll always be able to talk 
to him early in the morning, at noon 
or in the evening,” Mr. Davis said. 

“In giving the farmer a choice of what 
plan is best, take it for granted that he 
is buying. If he has insurance, compli- 
ment him on his company and plan. 
Above all,” Mr. Davis declared, “be sin- 
cere and genuine as one false move or 
insincere idea will be detected quicker 
by the farmer than other persons.” 


Set Prospecting Goal 


Prospecting requires work if success 
is desired, Fred Grimm, Metropolitan 
Life, Quincy, Ill., pointed out. Agents 
should set a goal of a certain number of 
prospects to see each forenoon and after- 
noon. Many new prospects can be ob- 
tained today as people are moving from 
place to place on account of war work. 
Mr. Grimm recommended calling on 


housewives, offering some health litera- 
ture which is very acceptable today, and 
obtaining as much information as pos- 
sible before making an appointment to 
meet the husband some evening. An- 
other effective way of lining up pros- 
pects is sending pre-approach letters to 
people with whom it is not possible to 
secure preliminary interviews and then 
following the letter up in a few days. 
Developing a telephone technique in 
prospecting is advisable in view of auto- 
mobile rationing. 

An important thing to remember, Mr. 
Grimm pointed out, is that the main 
source of prospects has changed from 
the white collar worker to the skilled 
mechanic. The latter’s income has been 
substantially raised and he can now buy 
to fill the need which has existed but 
which he has not been able to afford to 
fill prior to this time. Securing suff- 
cient prospects makes the difference be- 
tween a discouraged, would-be agent and 
a happy, successful underwriter. In fol- 
lowing up the prospects, Mr. Grimm 
urged agents to work by appointment if 
possible and to plan each interview in 
advance, whether it is for $100 or $100,- 
000, and to use visual sales aids. 

In collecting premiums and servicing 
policyholders the industrial agent has an 
excellent opportunity to get acquainted 
with conditions in each home, Mr. 
Grimm said. However, the agent must 
key himself so that he will be on the 
outlook for getting information rather 
than thinking only of collections and 
talking about the weather. 


Stresses Savings Angle 


Life agents should take advantage of 
the opportunity to tie in with the wide- 
spread publicity urging people to save 
money, Keith S. Smith, John Hancock 
Mutual, Kankakee, pointed out. Three 
types of savings should be suggested: 
Banks for liquid savings, war bonds for 
short term savings and life insurance 
for long term savings. “Is it not wiser 
to save a dollar with a low purchasing 
power and spend it during a period of 
falling prices when it will buy more? 
Mr. Smith asks his prospect. 

To young prospects who are prone to 
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spend all their money before going into 
service, Mr. Smith puts the question: 
“Will your car depreciate in value while 
you are in service?” The answer, of 
course, is obvious. Then Mr. Smith asks 
if he would be interested in something 
which will increase in value while he is 
in service. He then presents a $1 a 
week life insurance savings plan, ex- 
plaining that the cost of his insurance 
can be deducted from his army pay while 
he is in service so that neither he nor 
his parents will have to be bothered 
about premium notices. Mr. Smith in- 
quires about the prospect’s car and if 
he plans to sell it when he enters service, 
Mr. Smith suggests that he use the 
money to pay his premiums in advance 
and save the 2% percent discount. 

A number of effective sales ideas were 
brought out by Walter H. Gruner, Con- 
necticut Mutual, Rockford. 

Industrial insurance meets a deep 
seated social problem, N. E. Loose, Pru- 
dential, Chicago, pointed out. It solves 
problems which would not be solved in 
any other way as it is the most effective 
economical system for providing protec- 
tion for wage earners. The industrial 
agent’s objective is to see that every 
man, woman and child in his territory 
has the insurance he or she needs, he 


declared. 
C. L. UJ. 


Open Peoria Study Class 

The Peoria, Ill, C. L. U. chapter 
started its study class this week. Dean 
Loyal Tillottson of Bradley College 
spoke. D. B. Murphy, Mutual Benefit 
Life, past president and now secretary, 
is in general charge. John P. Williams, 
educational director American College 
of Life Underwriters, will speak Nov. 
13 at a joint meeting of the Peoria As- 
sociation of Life Underwriters and the 
C. L. U. chapter. Norman E. Andersen, 
general agent Mutual Benefit, is chapter 
president. Peoria, with 12 members, 
claims to have the largest number of 
C. L. U.’s per capita in the U. S. 














Cleveland C. L. U. Active 


As a result .of the recent effort of the 
Cleveland C.L.U. chapter educational 
committee, two groups of 10 or more are 
meeting informally each week to prepare 


themselves further for the C.L.U. exam- 
inations. D. Miley Phipps, New England 
Mutual, educational committee chairman, 


was in charge of arrangements. One 
group under the guidance of Earle 
Schneider, well known tax authority, is 
studying the principles and applications 
of the new taxes to life underwriting. 
The other group is covering finance. 
Harold K. Myers, Travelers, is chair- 
man. 

A luncheon honoring John P. Williams 
of American College was held Oct. 23. 


Williams Speaks at Ohio U. 


John P. Williams, director of the edu- 
cational department of the American 
College of Life Underwriters, spoke 
Wednesday evening at a meeting at the 
Faculty Club at Ohio State University, 
the affair being sponsored by the Co- 
lumbus C.L.U. chapter. 





Boston C. L. U. Meeting 

The Boston C.L.U. chapter will 
stage a banquet for 1,000 guests Nov. 
17, at which Roswell Magill, former 
under-secretary of the treasury, will 
explain in detail the working of the 
new life insurance tax bill. Insurance 


company and bank presidents, trust 
company officers, tax lawyers and ex- 
perts, and accountants have been 


invited. 








Increase in Juvenile Business 
Bankers Life of Iowa reports a large 
increase in juvenile business. In Sep- 
tember nearly 25 percent of the appli- 
cations received were on the lives of 
juveniles up to age 15, as compared 
with 11 to 13 percent prior to the war. 
Because the average juvenile applica- 
tion is smaller than the adult, the juve- 
nile business last month was only 11.1 
percent of the total, which compared 
with 5 to 6 percent in pre-war days. 





V. D. Cliff, president of Federal Life 
& Casualty, Detroit, won the auto- 
graphed original manuscript of Edgar A. 
Guest’s poem “America” at a war bond 
rally for pledging the purchase of $50,- 
000 of war bonds. 





After 37 years in the Candler building 
at Atlanta, the office of Alfred C. Newell, 
general agent of Columbian National 
Life there, has been commandeered by 
the army. He now has offices in the 
Trust Co. of Georgia building. 
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analysis by Paul Millett, Chicago tax 
attorney, of the 1942 revenue act. In 
regard to estate taxes there have been 
substantial changes in powers of appoint- 
ment. The new law provides that if a 
man assigns his life insurance to his 
wife and she dies first the life insurance 
will revert back to him. It is difficult 
to determine the effect of the direct 
and indirect premium payment provisions 
because there have not been enough 
cases by which to determine the dividing 
line, Mr. Millett said. There is a new 
five year rule under which there is a 
credit if a person inheriting property 
dies within five years. There has been 
no change in gift tax rates, although 
the exemption has been reduced from 
$40,000 to $30,000. 

Mr. Millett predicted an increased 
sale of pension trusts as a result of the 
new liberal provisions. 

In pointing to the opportunities for 
selling business insurance, Mr. Millett 
said that the business man always thinks 
in terms that he is the one who will 
survive. The most effective method of 
selling partnership insurance is to get 
the prospect to give thorough considera- 
tion to the difficulties of liquidating a 
partnership. 

Problems involved in checking misrep- 
resentation by companies advertising 
dollar-a-month family group policies 
were reviewed by Insurance Director 
Jones. His talk is reported elsewhere 
in this issue. 

Boyd Fisher, U. S. Treasury Depart- 
ment representative, reviewed the war 
situation; and A. C. Horrocks, Goodyear 
Tire & Rubber Co., and N. Grattan 
O’Leary, associate editor, Ottawa, Can., 
“Journal,” spoke. 


ILLINOIS MEETING 


Budget problems were the chief con- 
cern at the semi-annual meeting of the 
Illinois Association of Life Underwriters. 
Assistance from the National association 
in maintaining the executive secretary’s 
office is being sought but President 
Frederick A. Schnell, Penn Mutual, 
Peoria, was not particularly optimistic 
over the possibilities of securing such 
help. Alan E. McKeough, Occidental 
Life, Cal., Chicago, past president and 
chairman of the finance committee, was 
requested to work out a plan and report 
at the annual meeting which will be held 
in Chicago in 1943. Mr. McKeough was 
aiso elected national committeeman from 
Illinois under the new National associa- 
tion set-up. 








Miss Dwyer Resigns 


Miss Helen C. Dwyer, who has been 
executive secretary since that office was 
opened three years ago, resigned and 
Miss Margaret H. Becker was named to 
succeed her. Miss Dwyer who was for- 
merly with the Aetna Life office in 
Peoria, has been named home office 
cashier of Aetna Life in Denver in the 
J. Stanley Edwards general agency. 
Miss Becker is a former manager of the 
Springfield University Club and for the 
past three years has been with R. W. 
Troxell & Co., Springfield, Ill, local 
agency. 


Buckley Gives Report 


Twelve out of 22 local associations 
were represented at the meeting. Presi- 
dent Schnell told how the local associa- 
tions have been divided into regions with 
a state officer in charge of each. Wil- 
liam B. Buckley, Metropolitan Life, Mt. 
Vernon, III., first vice-president, reported 
on the activities in his division, including 
plans for forming a new association at 
Alton. Earl M. Schwemm, Great-West 
Life, Chicago, reported as educational 
chairman. Plans call for following 
through on the Roy Ray Roberts’ pro- 
gram as soon as outlines are received 
from the National association. B. J. 
Stumm, Northwestern Mutual, Aurora, 


past president, discussed the work of 
providing books for school libraries. 
John H. Reno, Equitable Society, Peoria, 
president; Herbert Hendricks, Equitable 
of lowa, Springfield; James H. Brennan, 
Fidelity Mutual, Chicago, president, and 
Miss Joy M. Luidens, Chicago executive 
secretary, expressed their views. 
Contact Candidates 

The need for contacting candidates for 
the legislature before the election was 
stressed by John L. Taylor, Mutual Life, 
N. Y., Springfield, in his report as legis- 
lative ‘chairman. He also urged a larger 
membership in order to present a united 
front on legislative matters. 

Cooperation with the National asso- 
ciation’s survey on gasoline rationing 
was urged by Mr. Schnell. Every local 
association should make an intelligent 
survey and report to New York as soon 
as possible, he said. 

The state association speaker caravans 
last year were of decided help in stimu- 
lating local associations, Mr. Schnell 
reported. However, this year it will be 
necessary for the local groups to under- 
write the cost. Gas rationing will also 
be a factor in scheduling the caravans. 

There was some discussion regarding 
the Illinois insurance department’s rule 
requiring part-time agents having their 
employers sign a statement that they 
can be called at any time to service 
policyholders. N. Eric Bell, State Farm 
Life, favored eliminating this require- 
ment in view of the difficulty in recruit- 
ing full time agents and in handling 
business in rural areas. President 
Schnell held this was a matter for the 
_ insurance director’s advisory coun- 
cil. 





PEORIA SIDELIGHTS 





Nearly 100 attended the general 
agents and managers round table con- 
ference at which Paul Millett, Chicago 
tax attorney discussed the 1942 revenue 
act. K. E. Williamson, Massachusetts 
Mutual, Peoria, presided. 


The testimonial dinner for Grant Tag- 
gart, California-Western States Life, 
Cowley, Wyo., was a great success and 
was unusually well attended. E. H. 
Lehman, Metropolitan Life, presided. 


J. M. Clark, John Hancock general 
agent, did an outstanding job as gen- 
eral chairman of the sales congress. He 
presided in the morning while John H. 
Reno, Equitable Society, president Pe- 
oria association, did the honors in the 
afternoon. 

Francis P. Beiriger, Rockford general 
agent Connecticut Mutual Life and past 
state president, was on hand to hear his 
agent, Walter H. Gruner talk to the 
sales congress, 


Thomas A. Lauer, Northwestern Mu- 
tual Life, Joliet, was a little embar- 


rassed when he read the details about 
his election as state association secre- 
tary-treasurer in the minutes of the an- 
nual meeting. Mr. Lauer at first de- 
clined the office on grounds that it 
should be held by a Peorian who could 
cooperate closely with state office but 
he was pressed into office. 

Support for Kenney E. Williamson, co- 
general agent in Peoria for Massachu- 
setts Mutual, for University of Illinois 
trustee on the Democratic ticket was 


urged by Charles F. Axelson, North- 
western Mutual, Chicago, past state 
president, who has been trustee of the 


University of Chicago for 19 years. 

Friends of Philip B. Hobbs, Equitable 
Society, Chicago, National association 
trustee, were talking up plans for start- 
ing him on the road to the national 
presidency. 

Handy notebooks were distributed by 
Charles L. Kell, vice-president and di- 
rector of agencies of Western Life of 
St. Louis. 

S. W. Sanford, manager, and Glenn W. 
Rodgers, assistant manager Prudential, 
and Merle E. Van Epps, agency organ- 
izer of Mutual Life of New York and 
first vice-president of the Iowa associa- 
tion, were on hand from Davenport. 

Special luncheons were held by L. O. 
Schriver, Peoria general agent Aetna 





Life; Bernard T. Kamins, agency direc- 
tor Alliance Life; C. T. Wardwell, Peoria 
general agent Connecticut Mutual Life; 
J. M. Clark, Peoria general agent John 
Hancock Mutual Life; Frederick A. 
Schnell, Peoria general agent Penn Mu- 
tual; J. B. Scott, Peoria Prudential 
superintendent, and by Country Life. 

Four Chicago managers of Metropoli- 
tan Life were present: James Francis, 
Julius Rubner, P. J. McNamara and Ar- 
thur Hallagen. 

A number of home office men were on 
hand including James A. Hands, agency 
supervisor General American Life; J. H. 
Kennison, home office supervisor John 
Hancock Mutual Life, Chicago; Walter 
G. Meyers, agency supervisor Rockford 
Life, and Laverne Wilson, superinten- 
dent of agencies Peoples Life, Ind. 

John M. Caffrey, a Chicago manager 
of John Hancock Mutual, is very en- 
thusiastic about the regional meetings 
held by the Chicago association for in- 
dustrial agents in outlying sections. 

N. Erie Bell, state director State Farm 
Life, held a dinner and business meeting 
for 30 district agents. Mr. Bell distrib- 
uted copies of his company’s road map 
book at the managers’ meeting. 

A well staged “Angel of Mercy” pa- 
geant opened the sales congress. 


Impact of Modern 
Wartare Viewed 


(CONTINUED FROM PAGE 2) 
entitled to disability or double indemnity 
benefits until after two years. 

If the risk had been unconscious for a 
few hours up to six hours, he would not 
be accepted for one year and given a 
mild substandard rating until the second 
or third year. If conscious for a period 
longer than six hours, Dr. Denker said 
that the practice was to turn down the 
risk for a year and give him a higher 
substandard rating the second year. If, 
after five years, nothing was shown by a 
neurological examination, a standard pol- 
icy would be issued. 

Dr. Denker stressed the importance of 
the psychiatric examination in the case 
of head injuries. An inspection report, 
he said, may reveal the danger signal of 
a marked change in personality when 
nothing else will be revealed objectively 
by examination. In such cases, he ad- 
vises settlement by means of a lump sum 
if there are disability benefits. 

The illustrated address on “The Pre- 
cordial Electrocardiogram” given by F. 
N. Wilson, professor of medicine Uni- 
versity of Michigan, was described as a 
“classic.” Dr. Wilson showed with 
great exactness the minute differences 
revealed in studies of hundreds of elec- 
trocardiograms. 


Complete Survey on Gas 
Rationing, Agents Needs 


(CONTINUED FROM PAGE 3) 


as a matter of patriotism, a life under- 
writer must ask only for the minimum 
amount of gasoline he must have after 
he has made full use of buses, street 
cars and trains.” 


SALESMEN LOSE OUT 








This week the Office of Price Admin- 
istration announced that it is eliminating 
all types of salesmen from the preferred 
class in rationed areas and that those 
new having “C” cards will be eligible 
for “B” cards, good for driving up to 
470 miles a month. No extra ration 
will*be allowed for’ occupational driving 
except under share-the-ride plans. 


Appears to Be Death Blow 


The OPA announcement appears to 
be a death blow to any possible hope of 
getting “C” books for life agents, no 
matter how urgent their need for 
greater monthly mileage than that pro- 
vided by the “B” book. It is under- 
stood that life agents are definitely 
classed as salesmen and even the fact 
that many of them sell war bonds 


E. E. Wilson Will 
Speak at the 
Chicago Meeting 


E. E. Wilson, ~resident United Air- 
craft Corporation of East Hartford, 
Conn., will be on the program of the 
joint annual meeting of the Association 
of Life Agency Officers and the Life 


Insurance Sales Research Bureau, 
scheduled for the Edgewater Beach 
Hotel in Chicago, Nov. 17-19. His ad- 


dress will be the concluding feature of 
the final general session, Nov. 19. 

In 1930 Mr. Wilson gave up his 
navy career to become associated with 
the United Aircraft and became presi- 
dent of the Hamilton Standard Pro- 
peller Corporation, then a_ subsidiary 
corporation in the United Aircraft 
group. He handled this task so suc- 
cessfully that he was soon asked to 
take on the additional duty of presi- 
dent >of the Sikorsky Aircraft Corpora- 
tion, another subsidiary, and a year la- 
ter he became president of the Chance 
Vought Corporation, a third subsidiary. 
In 1937 he gave up the management of 
Chance Vought to devote his entire 
time to the duties of senior vice-presi- 
dent of United Aircraft. In 1940 he 
was elected president. 


Mather to United Aircraft 


Walter B. Mather, formerly with 
Connecticut General, has been named 
insurance director of United Aircraft 
Corporation to succeed Robert Ether- 
ington, who is now a lieutenant (j.g.) 
in the navy. He will also serve as as- 
sistant secretary of United Aircraft. 

Mr. Mather was with Connecticut 
General 11 years, specializing in the 
sale and service of group insurance. He 
was with Aetna Life eight years in 
various capacities before going with 
Connecticut General. 








would not be considered as grounds for 
giving them better than a “B” boo 

The OPA ruling will mean little in 
the area now rationed, as only an ex- 
tremely small number of agents have 
succeeded in convincing rationing boards 
that they were entitled to “C” books. 
In the remaining states, where rationing 
goes into effect Nov. 22 the OPA ruling 
means that agents will be in the same 
boat that nearly all their eastern col- 
leagues have been in since July 22. 
However, the situation will be more 
serious for a larger percentage of agents, 
for the currently non-rationed area in- 
cludes much more territory where auto- 
mobiles are the only practical means of 
getting around. 


Get “B” Books 


Agents in the east have found little 
difficulty getting “B” books where they 
could show reasonably adequate need. 
The “B” book entitles the user to 320 
miles of “occupational” driving a month, 
assuming 15 miles to the gallon. With 
the basic “A” book which every motor- 
ist gets the agent with a “B” book can 
drive 560 miles a month, though this in- 
cludes whatever non-business driving he 
may do. 

Even though the “B” book mileage 
may seem meager it is obvious from ex- 
perience in the rationed states that 
agents elsewhere will find it possible to 
adapt their operations to curtailed driv- 
ing much more readily than they have 
supposed possible. Use of direct mail, 
telephone appointments, and carefully 
planned routes to cut driving to the 
absolute minimum have helped a great 
deal. There has undeniably been much 
inconvenience but with it there is the 
realization that it is a patriotic con- 
tribution toward eventual victory. 

A majority of agents seem to feel 
that they can get by on “B” books if 
they resolve to do so. An encouraging 
aspect is that this opinion appears to be 
more strongly held in the areas where 
there has been experience with ration- 
ing than in the rest of the country. p 
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Move Over, 
Billionaires 


At the close of the first 
half of 1942, we were 
within sixty million dol- 
lars of having a billion 
dollars of Life Insurance 
in force. 


Thus it will not be long 
before we join that select 
group of Companies in 
the billion dollar class. It 
could happen during the 
last half of 1942, certainly 
by early 1943. 


The thought about: it 
that gives us the greatest 
satisfaction is the security 
that Life Insurance means 
to the people who own it. 


NATI IQNAL LIFE 
AND ACCIDENT 
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For His Home-Folk 


In wartime, as in time of peace, | 
it is largely on life insurance that 
wage-earners depend to guar- 
antee the financial welfare of 
their families in the hour of their 
gravest need—when the bread- 


winner dies. 


Ours ts a continuing responsi- 


bility. 
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Tho American. Way, of Work 


The American Way of Work makes possible that bigger thing we prize so 
highly—the American Way of Life. Without the one we could not have 
the other. 


The American Way of Work had an early start. It began with the 
very first setHers of our country. When Captain John Smith established 
that first colony at Jamestown, Va., in 1607, he handed out the edict 
that he who would eat must work. Work has developed America and 
made it the land we love. The energy, enterprise, determination, skill 
and resourcefulness of our forefathers have become national traits, a 
vital part of our people. Today the might of America at work is being 
demonstrated as never before. Americans are self-starters, go-getters. 
They are self-reliant and believe that God helps those who help them- 
selves. They cherish the Four Freedoms and are fighting for them. 
They also prize still another freedom—freedom of endeavor. 


Our life underwriters, exemplifying the American Way of Work, 
have erected a 130-Billion-Dollar bulwark of insurance protection. This 
year they will add several billions to that bulwark, and by their efforts 
they are helping to assure the American Way of Life by indirectly con- 
tributing to the War Chest. Let us give it full scope for action, this 
American Way of Work, and thus perpetuate the American Way 
of Life. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY OF THE JU. S. 


393 Seventh Avenue Thomas |. Parkinson 


New York, N. Y. President 























